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VERY year, in December, the 


Peoria Life gives recognition to It is a concerted expression of the 


the fact that this is the month of spirit of service which characterizes 
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IFE insurance 1s an abso- 

lute necessity in the world 
of today. Practically every 
man sees the need for it and 
its desirability. The average 
man has a definite desire for 
life insurance, which 1s not 
created by and is independ- 
ent of the agent. 


f Uses agent’s task then is to 
convert the intention to 
apply for life insurance at 
some indefinite future -date 
to the desire for life insurance 
now. ‘There is an old saying 
about good intentions and it 
is the truth contained in this 
little morsel that must be 
brought home to the pros- 
pective assured. 


THE AGENT'S TASK 
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HIS is the agent’s task 

and only he can doit and 
do it well. Upon him is the 
responsibility—if he dallies, 
neglects his clients’ interests, 
then he is emulating the very 
procrastinating tendencies 
which he is supposedly try- 
ing to erase in his prospects. 
The Peoples Life Insurance 
Company and its representa- 
tives aim never to put off 
until tomorrow what can be 
better done today. 


RITE to E. J. Cotter, 

Superintendent of 
Agents, for information. 
Desirable territory in Ohio, 
Indiana, Missouri and [ttinois 
is open to workers. 
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PRESIDENTS’ MEETING 
HAD VITAL INTEREST 





Address of Charles E. Hughes 
Attracted Wide Attention and 
Won Much Applause 


MANY EXCELLENT PAPERS 


Association Celebrated Its Twentieth 
Anniversary, Attracting a Large At- 
tendance of Life Executives 





At the executive session of the Asso- 
ciation of Life Insurance Presidents, the 
following executive committee was 
elected for the ensuing year: George T. 
Wight, secretary and manager of the 
association, chairman; Daniel F. Appel, 
president New England Mutual Life; 
Louis F. Butler, president Travelers; 
George I. Cochran, president Pacific 
Mutual; William <A. Day, president 
Equitable of New York; Edward D. 
Duffield, president Prudential; Haley 
Fiske, president Metropolitan Life; John 
R. Hardin, president Mutual Benefit 
Life; President Fred A. Howland, Na- 
tional Life of Vermont; President Dar- 
win P. Kingsley, New York Life; Presi- 
dent Charles A. Peabody, Mutual Life 
of New York; President John D. Sage, 
Union Central Life. 


Notable Galaxy at Luncheon 


At the luncheon following the first 
morning’s session there was a notable 
galaxy of talent at Table 1. Charles 
Evans Hughes had delivered a remark- 
able address, being the first one of the 
session. Mr. Hughes was the counsel 
for the New York investigating commit- 


tee in 1905, and made a probe of life 
insurance. Mr. Hughes in his address 
said that he did not appear in that 


category as an enemy but as a friend of 
life insurance. He saw that some cor- 
rective measures were needed. While 
at that time many life insurance officials 
felt that an injustice was done to the 
business by the publicity, yet as time 
has gone on Mr. Hughes’ great work is 
appreciated. He sat at the table with the 
presidents of companies that were under 
fire at that time. John D. Sage, who 
was the active chairman of the meeting, 
presided at the head of the table. 


Those at Table No. 1 


In addition to Mr. Hughes there were 
present Insurance Superintendent James 
A. Beha of New York; President 
Charles A. Peabody, Mutual’ Life; Presi- 
dent Darwin P. Kingsley, New York 
Life; President William A. Day, Equi- 
table Life of New York; President Ha- 
ley Fiske, Metropolitan; President Fred 
A. Howland, National Life of Vermont 
and E. E. Rhodes, vice- -president Mutual 
Benefit Life. Robert Lynn Cox, vice- 
president of the Metropolitan, who at 
the time of the investigation was an 
assemblyman from Buffalo, and a mem- 
ber of the investigating committee, also 
Sat at the table. At the end of the meal 
a large birthday cake with 20 candles 
on it ‘was wheeled about the room 











THE NATIONAL UNDERWRITER AND “WEEKLY 
UNDERWRITER” BUY “INSURANCE PRESS” 











NEW YORK, Dec. 15.—The “Insur- 
ance Press” publications of New 
have been sold, part to the “Weekly | 


Underwriter” and part to THE NATIONAL 


UnperwriterR. The “Weekly Under- 
writer” takes the “Insurance Press” 
(weekly), “Agency Management,” and 


the annual review number, and THe Na- 
TIONAL UNDERWRITER takes the “Insurance 
Press” monthly industrial edition, and 
the special edition of “Life Payments 
Localized.” Franklin Webster, the 
president and editor of the “Insurance 
Press,” goes with the “Weekly Under- 
writer” as associate editor and Charles 
Re Gleizes, Jr., secretary and treasurer 
of the “Insurance Press,” goes with 
Tue NATIONAL UNDERWRITER as manager 
of the New York office, associated with 
Nora Vincent Paul, vice-president, and 
George A. Watson, associate editor. 
The “Insurance Press” weekly will be 
merged with the “Weekly Underwriter” 
under the title of the “Weekly Under- 
writer & the Insurance Press.” Both 
publications have for many years spe- 
cialized in an annual review number 
issued the first week of the new year. 
This feature will be continued by the 
combined publication. 


Will Conduct the Publications 


Mr. Gleizes will conduct the publica- 
tions taken over by THe NATIONAL 
UNpERWRITER from its New York office 
as a special department. The “Insur- 
ance Press” month either will be con- 
tinued as a separate industrial monthly 
or as an industrial section of the “Insur- 
ance Salesman” issued by the Rough 
Notes Company. In any event, Mr. 
Gleizes will continue as editor and man- 
ager of this and of the “Life Payments 


Localized” edition, with his office at 
New York. 
Mr. Webster's Career 


Mr. Webster has been engaged in in- 





ppewennees journalism since 1881 when 


York | 


| he joined the staff of the “Chronicle” 
(later known as the ‘‘Economic 
World”). He became its editor in 1883 
| and in 1895 he founded the “Insurance 
Press.” His work on that paper from 
| then on has brought him recognition as 
one of the leading publishers of the day. 
Among his many services to insur- 
ance he was successful in the exposure 
of a particularly dangerous arson ring 
then operating in New York. He estab- 
lished the “Life Payments Localized” 
feature of his paper and developed this 
number to a point of circulation seldom 
exceeded in insurance journalism. 


Started “Insurance Engineering” 


Sensing the demand for educational 
material along technical lines in fire in- 
surance, Mr. Webster founded “Insur- 
ance Engineering” in 1901, and, keeping 
abreast of the trend of the times, ex- 
panded it to the casualty insurance field 
a few years later when the safety first 
movement swept the country, changing 
the scope and name of the magazine to 
“Safety Engineering.” 

In the field of life insurance, Mr. 
Webster has been no less active, the 
industrial life insurance edition monthly 
of the “Insurance Press” having at- 
tained an unusually successful point in 
circulation and influence. 

Mr. Webster brings the “Weekly 
Underwriter,” therefore, a wealth of ex- 
perience, an intimate knowledge of the 
men in insurance and a valuable back- 
ground of insurance history. 


Gleizes an Experienced Man 


Mr. Gleizes has been a very able 
associate of Mr. Webster in the conduct 
of the affairs of the “Insurance Press” 
and will add strength to the New York 
office of THe Nationa UNDERWRITER 
| He began his publishing career with 
Frank A. Munsey and is an experienced 
and capable insurance journalist, statis- 
tician, accountant and analyst. 








| darkened with the spotlight playing 
}on it. 
Wight’s Successful Administration 


Georgé T. Wight, manager of the 
Life Presidents Association, called the 
meeting to order. Mr. Wight’s admin- 
istration has been most successful. 
There are now 61 companies in the or- 
ganization. When he became the man- 
ager there were 22. John D. Sage, who 
acted as the active chairman, paid Mr. 
Wight a notable tribute. There were 
13 companies founders of the associa- 


tion, the same number of states being 
interested in the formation of the re- 
public. 


Peabody Honorary Chairman 


Charles A. Peabody, the president of 
the Mutual Life, was honorary chair- 
man of the meeting, but did not come 
into evidence to any great extent. Mr. 
Wight in his opening remarks called 
attention to the international character 
of the organization, saying that there 
was a group of Canadian company ex- 
ecutives present. He also called atten- 
tion to the fact that the American Life 
Convention celebrated its twentieth an- 
niversary a year ago. It is one year 








older than the Life Penden Aol 
tion. The Association of Life Insurance 
Presidents was organized 20 years ago 
this December. The first group of 13 
executives were domiciled in Connecti- 
cut, New York, New Jersey; Pennsylva- 
nia and Ohio. Now there are 22 states 
with two Canadian provinces repre- 
sented. 








Three Important Factors 


Mr. Wight said that the progressive 
development of the association was due 
to three factors. The first is the fact 
| that company executives got together, 
| listened to each others’ opinions, and 
jeven when they differed, in the end re- 
| spected and had consideration for the 
views of others. The second reason is 
the constant solicitude of executives for 
the welfare of the policyholders.’ The 
third factor is the wise counsel and per- 
|sonal service which member executives 
have freely contributed at all times to- 
ward the solution of common problems. 





Chairman Sage in introducing Mr. 
Hughes referred to the response to the 


' 
| 
} 
| Charles E. Hughes’ Address 
| 
(CONTINUED ON PAGE 20) 








MANY OFFICIALS OPPOSE 
CHANGE IN THE TABLE 


Medium Sized Companies With 
Few Exceptions Against the 





American Men 





DESIRE PRESENT SYSTEM 





Say That the American Experience Plan 
Has Been Satisfactory in Almost 
Every Particular 


NEW 
of the may 
opposition to the adoption of the 
can Men table in place of the 
Experience table may have died out and 
they would be perfectly 
the proposed table substituted, yet it can 
be truthfully said that 90 percent of the 
officials of the medium-sized and newer 
companies very much to 
any change. At the meeting of the 
American Institute of Actuaries in Chi- 
cago the sentiment seemed to be favor- 


16.— While 
feel that 
Ameri- 
American 


YORK, 


western 


Dec. 
actuaries 


some 


willing to see 


are opposed 


able toward the American Men table. 
At least there was no outspoken oppo- 
sition. 
Actuarially Desirable 
From an actuarial standpoint the 


American Men table seems desirable and 


theoretically it meets the conditions of 
the day. It is known of course that 
throughout the east there is consider- 


able sentiment in its favor. This is par- 


ticularly true with the big non-partici- 
pating companies. Eastern actuaries 
and, in fact, many officials in this sec- 
tion would not oppose the adoption of 
the American Men table. They feel that 
it more correctly reflects the mortality 
experience in the earlier ages. Natur- 
ally eastern officials say that to get 
proper legislation the country over for 
the substitution of the American Men 
table for the American Experience table 


would require time and effort. 


Sentiment Against Table 


In the west, south and other sections 
where companies are not so old and so 
large there a pronounced sentiment 
against the American Men table, al- 
though here and there there are notable 
exceptions which undoubtedly have 
caused the report to go forth that the 
opposition to the American Men table 
is gradually dying out. The phalanxes 
have not been seriously broken. The big 
majority of companies in the American 
Life Convention want the American 
Experience table to continue. They de- 
clare that it is no time to make a change. 
Companies should not feel that the pres- 


18 


ent mortality experience will continue. 
Effect of Epidemic 
When the influenza epidemic struck 


the country companies were called upon 
to pay out large sums of money because 
of the high mortality experience. Their 
surpluses were drawn on heavily. At 
that time it was the survival of the 
fittest and so-called physical weaklings 
were probably taken off. Since that time 
(CONTINUED ON PAGE 20) 
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BRAGG RESIGNS POST 
WITH MANHATTAN LIFE 


RETURNS TO UNION CENTRAL 


Former Official Becomes General Agent 
at Philadelphia, Succeeding 
George F. Schilling 


NEW YORK, Dec. 16.—James Elton 
Bragg has resigned as vice-president of 
the Manhattan Life, effective Dec. 31 
this year, and early in January will as- 
sume his new duties as general agent of 
the Union Central Life at Philadelphia, 
with jurisdiction over the counties of 
eastern Pennsylvania and southern New 
Jersey, according to a joint announce- 
ment made here yesterday by President 


Thomas E. Lovejoy of the Manhattan 
Life and President John D. Sage of the 
Union Central. Mr. Bragg succeeds 


George F. Schilling, who requested the 
Union Central to relieve him of his man- 
agerial duties at Philadelphia, which he 
has discharged with such success for 
nearly 14 years in order that he might 
devote his time entirely to personal pro- 
duction and his many other interests. 


Had Wide Experience 


Mr. Bragg began his career in the life 
insurance business upon his return from 
army service early in 1919, being first 
agent and then agency manager for 
Sigourney Mellor of the Provident Life 
& Trust. After attending the life insur- 
ance school at Carnegie Tech, he re- 
turned to the field as an independent 
writer, later being appointed the first 
executive secretary of the New York 
Life Underwriters Association. From 
that time until September, 1924, when 
he joined the C. B. Knight agency here 
of the Union Central as supervisor and 
assistant manager in charge of agency 
training, Mr. Bragg gave instruction in 
salesmanship and the principles and 
practices of life underwriting at many 
accredited university courses. From 
1922 to 1924 he was associated with the 
noted educator, Dr. Griffin M. Lovelace, 
then director of the life insurance train- 
ing course at New York University and 
now vice-president the New York 
Life. In association with Dr. Lovelace 
and Dr. Charles J. Rockwell, Mr. 
Bragg also gave instruction in life in- 
surance sales and service at university 
courses offered at Buffalo, Pittsburgh, 
Newark and the University of Okla- 
homa at- Norman. 


ot 


Was Young Executive 


In August, 1925, when only 32 years 
old, perhaps the youngest age at which 
any man had ever been given a position 
of full executive rank in any local life 
company, Mr. Bragg took up his duties 
as vice-president of the Manhattan Life 
where his work has been characterized 
by a fine progressive spirit. In com- 
menting upon his resignation President 
Lovejoy of the company said yesterday 
that the officers and agency force felt a 
distinct personal loss in acceding to Mr. 
Bragg’s desire to return to the field and 
to the company with which he was for- 
merly connected. President Sage and 
Mr. Schilling both expressed their pleas- 
ure in welcoming Mr. Bragg back into 
the Union Central organization, saying 
that their confidence for the future was 
based on his record of achievement in 
the past which needed no comment, as 
it stood by itself. 

Schilling One of Veterans 


is one of the veterans 
of the business. He was formerly Chi- 
cago manager of the Prudential, but 
went to Philadelphia in 1899, to become 
general agent of the State Mutual. 
Later he became the general agent of 
the Union Central Life. Mr. Schilling 
has conducted his business in Philadel- 
phia with great distinction to himself 
and to life insurance. He has always 


Mr. Schilling 


cherished the highest ideals of his busi- 
ness. 


He retires from active life greatly 





NORTHWESTERN MUTUAL 
PLANS A BIG MEETING 


EASTERN AGENTS TO CONVENE 





Educational Program Is Arranged for 
Annual Conference to Be Held in 
New York City 


MILWAUKEE, Dec. 15.—With the 
exception of one speaker, the program is 
complete for the annual meeting of agents 
of the Northwestern Mutual Life for the 
New England, middle Atlantic and south 
Atlantic states to be held in New York 
city, Jan. 3-4. This speaker will be a 
prominent member of the agency force 
in the east and will be announced next 
week. Herbert L. Smith of Harrisburg, 
Pa., is general chairman of the meeting 
which will attract more than 500 mem- 
bers of the company’s agency force in 
that territory. 

The first day will be devoted entirely 
to a clinic, at which sales methods and 
home office practices will be discussed. 
John J. Hughes, assistant superintendent 
of agents at the home office, will discuss 


home office practice, while John P. 
Davies, assistant superintendent of 
agents, who has charge of the educa- 


tional department at the home office, will 
talk on sales methods. 
On Monday night the annual banquet 


will be held, at which M. J. Cleary, vice- 
president, will be the chief speaker. Sev- 
eral entertainment features are being 


planned for this event. 


Discuss Company's Position 


Tuesday morning will be devoted to a 
discussion on the company’s position as 
outlined in the creed which has been 
drawn up by the company. Four differ- 
ent speakers will discuss the company’s 
position it affects the interests they 
represent respectively. Percy H. Evans 
actuary, will tell how it affects the com- 
pany; W. F. Atkinson, general agent at 
Brooklyn, will discuss it from the gen- 


as 


eral agent’s viewpoint; a prominent 
agent will take it up from the agent's 
standpoint; and Martin L. Davey. presi- 
dent of the Davey Tree Expert Co., 
Kent, O., a large policyholder with the 
Northwestern Mutual Life, will tell what 
the company’s position means to the 


policvholder and beneficiary. 


Charles H. Parsons, superintendent of 
agents, will be the principal speaker at 
beloved and leaving a fine record of 
achievement. His spirit has always 


been kindly and his relationships have 
been most cordial. 





SECURITY MUTUAL NOW 
NEAR $100,000,000 MARK 


REPORT OF EXAMINATION 


New York Department Commends the 
Binghamton Company on the 
Progress It Has Made 





The recent report of the examination 


of the Security Mutual Life of Bing- 
hamton by the New York department 


shows that the company is now rapidly 
nearing the $100,000,000 mark of insur- 
ance in force. The examination showed 
that 1925 had over 100 percent net gain 
of insurance in force, as compared with 
the year preceding. Examiners say that 
the first six months of 1926 showed a 
net gain of over half the amount gained 
in 1925. For the first six months of 
1925 the new business paid for amounted 
to about $7,500,000 and the first six 
months of 1926 slightly over $10,000,000 
or about 33% percent increase over the 
same period last year. The examiners 
find that the trend of the business 
placed appeared to be in favor of en- 
dowment annuity plans. The report says 


that the increased business is handled 
without materially increasing the over- 
head expenses. The following extracts 


| from the report are highly gratifying to 


| ress along very 


| the 


policyholders and friends of the 
company: 
Comment by Examiners 

“The company is liberal in the inter- 
pretation of its policy contracts at 
pays its claims promptly on receipt of 
satisfactory proofs. 

“In general, the affairs of 
pany appear to be well and conserva- 
tively managed. Its business shows a 
good increase and conditions seem to be 
favorable for a continued. and satisfac- 
tory development.’ 

The Security Mutual is blessed with a 
strong management. During the last 10 
years it has made commendable prog- 
substantial lines. Presi- 
has proved a 
has a corps of 


the com- 


Dickenson 
and he 


dent D. S. 
strong executive 


| splendid associates. 


the luncheon to be held Tuesday noon. 
His subject will be the “Challenge of 
Today’s Salesmanship.” Mr. Cleary will 
close the luncheon program with a brief 
address. The chairman for the luncheon 
will be Norman R. Hill, Williamsport, 
Pa., president of the Marathon club for 
the past two years, due to having paid 
for the largest number of lives during 
the agency vear. 


“PHILADELPHIA AGENCY CHANGES HANDS 





JAMES ELTON BRAGG 


New General Agent Union Central at 
Philadelphia 


SCHILLING 


GEORGE F. 
Retiring General Agent Union Central at 
Philadelphia 
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SEEK MODIFICATION 
OF THE NEW YORK LAw 


WANT THE MEASURE CLEARER 


Department Is Asking Life Companies 
to Send in Copies of All Agency 
Contracts 


NEW YORK, Dec. 16.—Superintend- 
ent Beha’s recent action in calling upon 
all life companies doing business in the 
state to furnish him with two copies of 
each agency contract form in use was 
not motivated by any idea of making a 
direct or indirect attack on the present 
scale of commissions paid on life busi- 
ness, according to an explanation given 
here today by officials of the department 
who declared they merely wished to 
keep their records complete and up-to- 
date in sending out the letter. 


May Sugeest Changes 


Superintendent Beha stated that one 
reason for requesting the contract forms 
was to get information that might be 
useful in any proposed revisions of the 
expense limitation clauses in the state 
insurance laws. While no onslaught on 
the present commission scale appears 
to be in the offing it is certain the de- 
partment would welcome a few changes 


in Section 97 of the state code which 
has proved rather ambiguous and un- 
satisfactory as evidenced by the fact 
that during the past few years more 


than one hearing has been held on pro- 
posed amendments. 


Measure Ix Ambiguous 


For one thing the law does not at 
present definitely determine whether re- 
newal commissions are paid to the agent 
for writing the business originally or 
whether they are payments to him for 
keeping it in force. If the latter they 


might be changed from time to time 
but if the former they could not be 
changed, for the law only stipulates 


that the agent’s entire payment for writ- 


a policy shall be fixed at the time the 
contract is written. 
Wants Point Cleaned Up 
The department would like to clear 


up this ground for dispute and confusion 
and undoubtedly would also look with 
favor on any practical amendment that 
would require different sorts of policies 
to stand on their own feet far as 
company expenses are concerned so that 
the companies could not use the money 
saved in writing one kind of policy to 
pay the much higher expenses incurred 
in writing policies of a different type 


SO 


C. A. Culton and J. M. Moss 
Calvin 
agent of the 
Waynesboro, 
reputation for 


A. Culton is appointed general 
Minnesota Mutual Life, at 
Va. Mr. Culton has a 
sales ability. His terrt- 
tory cover the western portion Vir- 
ginia. Another appointment is that of 
J. M. Moss, general agent at Richmond, 
Va. Mr. Moss has had eight years of 
experience in life insurance, and prior 
to that practiced law in North Carolina 


ot 








Bankers Life Millionaire Agencies 


The Dec. 1 survey of new paid 
business made by the Bankers Life 
lowa revealed two more agencies in the 
$2,000,000 class. The Mile High agency 


1or 


ol 


of Denver, 'under the leadership of John 
Heath, has achieved a total of $2,389 
000. Not far to the rear, the Bulldogs 
of Spokane, trained by Gene Burke 
growled a total of $2,094,300. 

Four agencies slipped over the boun 
daries of the million dollar realm, those 
of W. Crowder, Idaho Falls; R. M 
Waldron, Washington, D. C.; A. \ 
Todd, Tulsa, and C. A, Chambers, oe 


risburg. Forty-three agencies showed ‘ 
total of $1,000,000 or more of new ae 
for business to Dec. 1. Of this nun 
26 had accounted for $2,000,000 or more 
tor the first 11 months of the year 
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CONSTRUCTIVE WORK 
OF LIFE INSURANCE 





Secretary Claris Adams of Amer- 
ican Life Convention Telis of 
Its Achievements 





AMERICAN SPIRIT SEEN 





Institution Enjoys Confidence of the 
People as No Other Does in 
the Country 





Claris Adams, secretary of the Ameri- 
can Life Convention, scored a big hit 
in his informal talk before the meeting 
of the Life Presidents Association. He 
spoke of the high standing the business 
has assumed. Mr, Adams said: 

It is a great personal pleasure to me, 
however, to bear the greetings and con- 
gratulations of the American Life Con- 
vention to the Association of Life Insur- 


ance Presidents. These two great or- 
ganizations, occupying a somewhat dif- 
ferent field and performing a somewhat 
different function, nevertheless have al- 
ways labored to the same end and coop- 
erated in a common purpose. Therefore 
today we share your pride in this great 
organization as we share the benefits 
of its achievements. We glory in the 
constructive contribution which this or- 
ganization has made to the stability, the 
integrity, and the development of Amer- 
ican life insurance and through the me- 
dium of that institution to the prosper- 
ity, the future greatness, and may we 
dare believe the ultimate destiny of this 
great country. 


Period of Great Transition 


Gibbon, the great historian of the 
decline and fall of the Roman Empire, 
lived halfway through the French Revo- 
lution just across the channel in Eng- 
land and did not know that a revolution 
was in progress. Most of the prophets 
of the present day agree that we are 
living in a period of great transition. 
They have laid stress in the main upon 
this as the mechanical age. They have 
laid stress upon the fact that man has 
conquered forces of the earth and air 
and bent them to his own convenience 
and his own productivity. 


Sees a Hopeful Sign 


| heard the president of one of our 
great universities say that the advertise- 
ment which flashed upon the boards less 
than a year ago that the ten millionth 
Ford was in the hands of its owner was 
the announcement of a social, industrial 
and economic revolution in America. 
But it strikes me that perhaps there is 
nothing more significant and there is 
no more hopeful sign at present than 
the rise of American life insurance. 


Great Monument of Unselfishness 


_To those who interpret our civiliza- 
tion in the terms of upper Broadway or 
lower Main street, to those who would 
brand us as a profligate and wasteful 
nation because fewer men here bury 
their single talent in the ground and 
more of them put it at risk that they 
may gain ten, to those who say that we 
worship the Mammon of materialism 
with grasping hands and shriveled souls, 
to those who prophesy the doom of free 
government by free people, I challenge 
them to gaze upon the institution of 
American life insurance as the greatest 
monument of unselfishness ever con- 
ceived by the vision and built by the 
labor of man. 

Does not it represent the real spirit 
of America? Can a nation be in danger 


when half of its population contribute 
$2,000,000,000 in current savings as a 
contribution to the welfare of the next 
Can free 


generation? government in 


OFFICERS OF CANADA 
LIFE WERE HONORED 


GAVE BANQUET IN NEW YORK 





Hart & Eubank Host to Fifty Life Men 
at Dinner for Visiting 
Officials 





NEW YORK, Dec. 15.—Gerald A. 
Eubank and Hugh D. Hart, general 
agents of the Aetna Life, entertained 
more than 50 of the most prominent 
local life underwriters and executives 
at a dinner here last week at the Bank- 
ers Club in honor of President Herbert 
C Cox and General Manager T. G. Mc- 
Conkey of the Canada Life, which was 
recently admitted to the state and on 
Dec. 1 opened its new offices in Wil- 
liam street for business. The dinner 
was one of the many formal. and infor- 
mal welcomes extended here to rep- 
resentatives of the new company, and 
was also a token of the close personal 
and business friendship existing between 
the officials of the Canada Life and Mr. 
Eubank, who for some years represented 
the company at Detroit as general agent. 


Sees Closer Harmony 


As the witty and gracious master of 
ceremonies, Mr. Hart introduced Inspec- 
tor R. G. McDonald of Toronto, who is 
temporarily in charge of the Canada 
Life’s new offices here, by remarking 
that Canada is now represented at Wash- 
ington by a minister plenipotentiary. Mr. 
McDonald, he said, is the minister pleni- 
potentiary of the Canada Life to the 
City of New York and his coming will 
do much to forward the cause of inter- 
national amity, cooperation and under- 
standing. After a few words on the 
differences existing between the manner 
in which life insurance is written here 
and in Canada, Mr. McDonald expressed 
his deep appreciation of the unfailing 
kindness and courtesy shown him and 
other representatives of the company by 








this free land be in great danger when 
free people make a free will offering and 
keep a balance of $10,000,000,000 in the 
hands and private management of men 
of vision and capacity, as a great eco- 
nomic reservoir consisting of this fund 
collected from the people to go back 
slowly and gradually and conservatively 
in the great, sound enterprises of the 
nation? And can those prophets of pes- 
simism find much to measure their ar- 
guments in the proposition that although 
half of America are creditors of this in- 
stitution and therefore potential critics, 
insurance enjoys public confidence as 
no other business institution in this or 
any nation the world around? 


What Life Insurance Has Done 


This institution has done 
bring about that happy result. It has 
contributed much in the way of me- 
chanics in order that our production 
should be as nearly perfect as may be. 
It has done much in developing the 
pure science of a business, the only one 
based on a real scientific foundation. 
But insurance is more than a mere ma- 
chine. It is more than an abstract sci- 
ence. It is a living, vital organism, en- 
dowed with a vision, dominated by a 
soul, and pursuing an ideal, and when all 
is said and done, the great contribution 
of this organization has been as the 
keeper of the gleam, translating to the 
American public the idealism of the 
great institution of life insurance in 
America. 

We glory in your history. We con- 
gratulate you upon your twentieth an- 
niversary. Would I be transgressing 
the proprieties if I should say that yes- 
terday marked a milestone in life in- 
surance history in America, when the 
distinguished gentleman (Charles E. 
Hughes) stood here who once cried in 
the wilderness, “Make the way straight,” 
but yesterday said, “This is an institu- 


much to 








tion in which I am well pleased.” 








SCHEDULE DATES FOR 
MEETINGS NEXT FALL 


AMERICAN LIFE CONVENTION 





Annual Gathering for 1927 Will Be 
Held in Dallas Last Week 
of October 


The executive committee of the 
American Life Convention met in New 
York City last week at the time of the 
Life Presidents’ meeting. President H. 
M. Woollen, Secretary Claris Adams 
and Assistant Counsel Thomas W. 
Blackburn were present, as well as 
Henry Abels of the Franklin Life and 
George A. Grimsley of the Security Life 
& Trust, both ex-presidents. The com- 
mitteemen present were George Gra- 
ham, Central States Life; O. J. Arnold, 
Northwestern National Life; H. B. Ar- 
nold, Midland Mutual Life; Col. C. B. 
Robbins, Cedar Rapids Life; Charles W. 


Gold, Jefferson Standard Life; Clarence | 


L. Ayres, American Life of Detroit. 

It was decided to hold the annual 
meeting at Dallas, Oct. 26-28. The Le- 
gal Section will meet Oct. 24-25. The 





next meeting of the committee will be | 


held at White Sulphur Springs, W. Va., 
May 4-6, at the time the Medical Section 
meets there. The directors of the 
American Service Bureau will meet 
Dec. 20 to choose a manager, as Fisher 


Simmons, vice-president, will retire at | 


the end of this year and return to New 
Orleans. 


the life insurance men throughout the 
city. 
Was Goodwill Session 

Julian C. Myrick of Ives & Myrick, 
metropolitan managers for the Mutual 
Life of New York, welcomed President 
Cox and General Manager McConkey in 
behalf of the local general agents, while 
Vice-President Frank H. Davis of the 
Equitable Life of New York was the 
spokesman for the executives of all the 
New York companies. Both emphasized 
the desirable international aspects of 
the cooperation and friendly rivalry of 
the American and Canadian companies. 
Vice-President Davis also said _ that 
American companies had learned much 
and could learn more from the under- 
writing principles and practices of our 
neighbors to the north. He concluded 
by saying that the great challenge to the 
life insurance business at the present 
time is not the production of vast 
amounts of new business, not even the 
creation of a favorable public opinion. 
The challenge is whether or not it can 
keep itself not only abreast of but ahead 
of the already existing favorable opinion 
of the public, which each day lays 
heavier and heavier demands and respon- 
sibilities upon all those engaged in the 
business. 


Beha Was Speaker 


Superintendent James A. Beha, refer- 
ring to a remark about the difficulties 
encountered by companies seeking ad- 
mission to the state on account of the 
department’s high standards, declared 
that the Canada Life had not had to 
knock more than once to gain entrance 
as he considered it one of the finest 
on the continent. The entrance of the 
company will not overcrowd the local 
field, he said, for we are very much 
underinsured rather than overinsured. 
For generations to come there will be 
more than sufficient business for all the 
companies established here. Vice-Presi- 
dent Charles S. McCain of the National 
Park Bank welcomed the officials of the 
Caanda Life in behalf of the city’s bank- 
ing and financial interests. 

In response to the many expressions 
of good-will and respect paid them. 
President Cox and General Manager 
McConkey declared themselves and their 
company honored by their warm recep- 
tion here and declared that the Canada 
Life would do its utmost to live up to 
the highest expectations held for it. 
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STOCK COMPANY, SOLD, 
HELD STILL A MUTUAL 





Court Orders Transformation Set 
Aside, Terming Statute 
Unconstitutional 





OTHER CHANGES INVOLVED 





Old Policyholders of Present North 
American National Life Regain Their 
Rights Under Policies 





LINCOLN, NEB., Dec. 16.—Judge 
Shepherd of the district court has en- 
tered an order setting aside the trans- 
formation of the North American Mu- 
tual into what is now known as the 
North American National Life, owned 
by the Caldwell interests of Nashville, 
and also holding as unconstitutional and 
void the transformation statute under 
which the change from a mutual to a 
stock company was effected. 


Transformation Set Aside 


The merger was attacked by John P. 
Leininger of Loup City, one of the early 
policyholders, and the order is that the 
transformation be set aside insofar “as 
the plaintiff and those similarly situated 
are concerned; that the department of 
trade and commerce be hereby required 
and directed to make an order setting 
aside the transformation as to the plain- 
tiff and all parties similarly situated, so 
that he and they may, upon the maturity 
of their policies or before, if their rights 
become endangered, demand and receive 
of the North American National all that 
they would be entitled to had the trans- 
formation not been had.” 

Other Transformations Affected 


Since the law now held invalid was 
passed, several other transformations of 
the same kind have been made with 
other mutuals, which will be affected by 
this decision. An appeal will be taken 
to the supreme court, however, and a 
final decision will not be possible for 
the better part of a year. The hearing 
brought out considerable sensational 
testimony, it being charged that the 
present owners had mixed up its assets 
with those of the Missouri State and 
Cotton States so that an unscrambling 
was impossible. It also brought out that 
the officers who took the stock upon the 
change all made considerable fortunes, 
and that W. Bruce Young, commissioner 
at the time of the approval, a son of 
one of the officers, became secretary at 
$15,000 a year after he retired from of- 
fice the next vear. 


Procedure Criticized 


Thé court, however, holds that there 
was no intentional fraud practiced, but 
that at least a constructive fraud was 
worked upon the mutual members by 
the failure to list assets, by the sale of 
the stock at $125 instead of $100, by 
the omission of the department to make 
an order in regard to future surplus, and 
by the method employed to place the 
stock. The court savs that as a matter 
of law ordinary mistake and omission in 
such a proceeding will not vitiate the 
completed transformation after several 
years of acquiescence by the member- 
ship. and provided there was warrant of 
low for the proceeding and that the plan 
adopted and the steps taken were accord- 
ant to the due process reauired by the 
constitution. The original articles of 
this companv expressly contemplated 
the change ultimately. made, and thereby 
gave warrant for the operation of it 
upon a law later enacted. 

Tudge Shepherd holds that the facts 
do not warrant the declaration of G. E. 
Klingheil, organizer and president, that 
the affairs of the company were such that 
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it had to become a stock company or 
quit. The court says that “when the 
transformation was complete and Mr. 
Klingbeil had taken 40 percent of the 
stock, borrowing the entire purchase 
price from an Omaha bank upon the 
security of the stock itself, it was hardly 
a year till he was able to and did sell 
stock so purchased for $180,000, at a 
profit of upwards of $125,000. It is true 
that he pledged his own personal credit 
for the loan, but it does not appear in 
the evidence that he was possessed of 
other property; he did not put up a dol- 
lar of his own. money, and it is fair to 
conclude that he was able to show the 
bank that the stock was ample security. 
This argues the good condition of the 
company at the very time of the trans- 
formation, and the presumption is well 
nigh conclusive by the profitable sale 
which followed.” 

The court says: “Nothing can be more 
elementary than that the ownership of a 
mutual company and all of its assets lies 
in its membership. It follows, too, that 
the participating members of such a 
company have a greater interest and a 
greater property in its assets than the 
nonparticipating members. Before the 
transformation all the property and the 
company belonged to its members: after 
the transformation the company and its 
assets had become the property of a 
few men who had all the money which 
they paid for their stock in the treasury 
of their new company and all of the 
business of the old concern besides. 


Proceeding Was Unconstitutional 


“The plan and the proceeding by which 
the transfer was effected were inhibited 
by both the state and federal constitu- 
tions as depriving the citizen of his 
property without due process of law. 
The court believes and finds that under 
any constitutional transformation the par- 
ticipating membership would be entitled 
to the purchase of all the stock, to the 
exclusion of the non-participating mem- 
bers, the rights of the latter being merely 
contractual and not the rights of own- 
ers. Not only was the Participating 
membership denied right and opportu- 
nity to purchase all of the stock, but it 
was not permitted to purchase more than 
the non-participating. 

Bearing in mind that before the 
transaction the assets of the company 
belonged to the members and that the 
participating member had a greater in- 
terest than the non-participating mem- 
ber, it is plain that the participating 
could not demand and receive his proper 
share of the stock, and that he was de- 
prived of his property by the plan of 
transformation and by the steps that 
were taken under it. It matters not that 
the taking was very small; it was a tak- 
ing without due compensation and with- 
out due process. The very notice mailed 
to the plaintiff showed upon its face that 
the proposal was to take property with- 
out regard to constitutional rights and 
could properly be disregarded. 


Law Held Unconstitutional 


_ “The transformation law of 1948 was, 
in the opinion of the court, unconstitu- 
tional because it contemplated taking an 
express property right from the par- 
ticipating member of a mutual insurance 
company, and yet failed to prescribe and 
outline a procedure whereby he would 
receive due compensation _ therefor. 
Under a transformation prescribing a 
valid procedure, a plan could not be car- 
ried through the department at once de- 
priving the participating member of 
power to demand his rightful share of 
the stock and contemplating no further 
distribution of the surplus.” 

The court holds that where so im- 
portant a transaction is involved, the 
general proxies given by policyholders 
are not legal and that nothing less than 
personal notice similar to that conveyed 
in a summons could be due process. 
Notification was by mail. It holds that 
as a matter of law Leininger did not 
participate in the ratification meeting 
since the provisions as to proxies in the 
1913 law could not be given retroactive 
force so as to apply to applications made 
the year before. 





MORTALITY ANALYSIS 
REVEALS TENDENCIES 


Records of 52 Legal Reserve Life 
Companies Are Con- 
tributed 


FIGURES FOR 10 MONTHS 


Death Rate From Some Causes De- 
creases While That From Others 
Is Higher 


By HENRY 8S. NOLLEN 
President Equitable Life of Iowa 


[The following extracts were taken 
from an address given at the an- 
nual meeting of the Association of 
Life Insurance Presidents in New 
York City last week.] 


The business of life insurance, founded 
upon the factors that measure longevity, 
has readily available records from which 
the most accurate and up-to-date mor- 
tality statistics can be tabulated and 
used as a means of estimating the im- 
provement or decline in the general pub- 
lic health. Accordingly, leading life in- 
surance companies, both member and 
non-member, have, for six years, co- 
operated in a tabulation of their num- 
bers of deaths, by principal causes, and 
the ratios of such deaths to the numbers 
of insured lives. Heretofore, an expert 
has each year analyzed these data and 
explained some phases of their signifi- 
cance. This year, 52 legal reserve life 
insurance companies of the United 
States have again contributed their rec- 
ord, presented in detail in annexed ta- 
ble, which now totals 270,912 deaths 
occurring during the first ten months of 
1926 among an aggregate of more than 
31,000,000 lives exposed to risk in the 
combined industrial and ordinary 
branches of the business. This is a 
very considerable and _ representative 
portion of the entire population and 
therefore makes the record a reliable 


index of the health conditions in general 
during the current year. 


Results of Analysis 


In order to get a mental picture of 
the present relative importance of fatal 
diseases, let us imagine an average com- 
munity of 100,000 policyholders, and ap- 
ply the experienced loss ratios for this 
year. The greatest number of deaths 
have been caused by organic diseases of 
the heart, numbering 127 victims. Pneu- 
monia ranks second with 88; then fol- 
lows tuberculosis with 81 deaths, and 
fourth in order is cancer with a toll 
of 72. Bright’s disease caused 68 and 
apoplexy 56 deaths. Influenza cut down 
95 individuals, and 16 normal healthy 
lives were extinguished by automobile 
accidents — approximately as many as 
suicides and homicides combined and 
equivalent to about 40 percent of deaths 
from all other external causes. The to- 
tal for all causes relating principally to 
adult life is 826 deaths. Adding those 
of children in this hypothetical commu- 
nity, there would be a total of 868 deaths 
during the current year. This is an 
increase over the preceding year of ap- 
proximately 4 per cent, or about 33 
deaths, composed of the following 
changed conditions: The largest increase 
in the ratio of fatalities was due to 
pneumonia and other causes in the or- 
der named: influenza, organic heart dis- 
eases, Bright’s disease, cancer, apoplexy; 
and among the external causes there 
was an increase in suicides and automo- 
bile accidents. The causes which show 
a decrease are typhoid fever, tubercu- 
losis, respiratory diseases other than 
pneumonia, and there was a marked de- 
crease in deaths from external causes 
other than automobile accidents and 
suicides. 


Death Rate Higher 


This study indicates that during 1926 
there will be 1,432,000 deaths in the 
United States as against 1,357,000 in 
1925, an increase of 75,000. Of this 
number 53,000 are due to the increase 
in the death rate. The death rate among 
insured lives increased from 835.7 in 
1925 to 868.2 in 1926, an increase of 3.9 
percent. Applying this percentage to 
the death rate among the entire popu- 
lation, we estimate that there will be 
approximately 53,000 more deaths dur- 





ing the year 1926 than would have been 





MORTALITY RECORD OF 52 COMPANIES IN 
FIRST TEN MONTHS OF 1925 AND 1926 






























































Ordinary and Industrial Business 
- 9 c 1926 ~ 1926 Increase 
Death Death or Decrease 
YO. ate per No. Rate per in Death Rate 
Deaths 100,000 Deaths 100,000 
Ten (Annual Ten (Annual Abso- Rela- 
Causes of Death Months’ Basis) Months Basis) lute tive % 
1. Typhoid fever .........+- 1,4 4. 1,16 3.7 —1.2 —24.5 
2. Imfiuensa ...ccccccccccece 5,016 17.0 7,863 25.2 8.2 48.2 
3. Tuberculosis (all forms). 24,117 81.8 25.296 81.1 —.7 0 
4, GOROOP sceccccccccreccese 20,607 69.9 22,464 72.0 2.1 3.0 
5. Cerebral hemorrhage .... 16,170 54.8 17,338 55.6 8 1.5 
6. Organic diseases of hear 35,184 119.3 39,685 127.2 7.9 6.6 
7. Pneumonia ........cerees 22,080 74.9 27,299 87.5 12.6 16.8 
8. Other respiratory diseases 192 10.8 3,349 10.7 —.1 —.9 
9. Bright’s disease ......... 19,004 64.4 21,289 68.2 3.8 5.9 
10. Puerperal state ......... 3,237 11.0 3,245 10.4 th —5.5 
11. Suicides ....cccccccccsees 3,321 11.3 3,906 12.5 1.2 10.6 
13. Homicides ......-ccccees 1,669 5.6 1,622 5.2 —.4 —7.1 
13. Automobile accidents .... 4,726 16.0 5,015 16.1 an 6 
14. Other external causes.... 13,296 45.1 13.097 42.0 —3.1 —6.9 
15. All other causes except 
children’s diseases on 
industrial business .... 61,279 207.8 65,184 208.9 1.1 5 
16. Sub-total—Lines 1 to 15.. 234,337 794.6 257,816 $26.3 31.7 4.0 
Children’s Diseases* 
17. Measles ......cceeeees 557 3.1 2,096 11.0 7.9 254.8 
18. Scarlet fever 616 3.4 620 3.3 —.1 —2.9 
19. Whooping cough 1,334 7.4 1,829 9.6 2.2 29.7 
20. Diphtheria ........- rp 1,820 10.0 1,606 8.5 —1.5 —15.0 
21. Meningitis (all forms)... 967 5.3 826 4.4 — —17.0 
22. Diarrhea and enteritis... 6,845 37.8 6,119 32.2 —5.6 —14.8 
23. Sub-total—Lines 17 to 22. 12,139 67.0 13,096 69.0 2.0 3.0 
24. Grand total .....-.-++e8- 246,476 835.7 270,912 868.2 32.5 3.9 
Years of life exposed to risk** 29,493,018 31,202,456 


*Industrial business only. 
lives exposed to ri 


Death rates in lines 17 to 23 based on industrial 


sk. 
Death rates in lines 1 to 16 and 24 based on both ordinary and industrial 


lives exposed to risk. 


These data are based on the combined mortality experience of companies hav- 
ing 84.5 percent of the number of ordinary policies and 52.6 percent of the number 


of industrial policies, 
outstanding on Dec. " 
companies. 


60.4 percent of the number of ordinary and industrial policies 
1925, in all United States legal reserve life insurance 





the case had the same mortality 
prevailed as last year. 

Summarizing again the results of the 
21 separately specified causes of death, 
the mortality rate was lower from 10 
causes while from 11 causes it was 
higher than last year, pneumonia and 
influenza with heart disease and 
Bright’s disease among adults and 
measles and whooping cough among 
children being the dominant causes of 
increased loss of human life within the 
past year. 


rate 


Automobile Accidents Increase 


Fatalities resulting from automobile 
accidents continue a large factor in our 
national mortality picture. The National 
Safety Council has announced that 2,600 
persons were killed by automobile acci- 
dents in the streets and highways in 





HENRY 8S. NOLLEN 
President Equitable of lowa 


the United States during October, 1926 
—four more daily than during Novem- 
ber, 1925, which was the worst of last 
year. According to present indications, 
it is estimated that the toll in human 
lives by motor vehicle accidents, includ- 
ing those resulting from collisions with 
trains and street cars, will run over 22,- 
000 for the current year in the United 
States. This great waste of human life 
from a cause preventable wholly by com- 
munity and individual effort indicates a 
serious lack of a sense of social responsi- 
bility, both public and personal. 


Heart Diseases Increase 
In 1920, tuberculosis cause d the 
highest number of deaths, with an aver- 


age of nearly 118 to each 100,000 of ex- 
posed lives. In 1921, this rate dropped 


‘just below 100, and has continued to 


descend until the rate for the first ten 
months of the current year approximates 
81 per 100,000. Compare this with the 
deaths due to organic diseases of the 
heart which ranked the next highest in 
1920, with an average of 110 deaths per 
100,000. Although there was a slight 
improvement in 1921, since then there 
has been a rather regular increase until 
the 10 months for the current year show 
that the rate has risen to more than 
127 per 100,000, thus taking the lead 
among all causes. 


Other Changes Shown 


Applying these figures to the_ estt- 
mated present population of the United 
States, it means that there are over 
20,000 more persons dying from organic 
heart diseases this year than there would 
have been had the rate for 1920 pre- 
vailed: but there are over 30,000 fewer 
deaths from tuberculosis this year than 
the rate six years ago would have caused. 
Pneumonia, which shows a marked rise 
within the past year, following a de- 
crease for the two preceding years, has 
not returned to the high rate that pre- 
vailed six years ago. The progress in 
the influenza rate is similar to that of 
pneumonia, both diseases remaining far 
below their loss ratio in 1920 but above 
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SMALL INCOME POLICIES 


The Equitable Life Assurance Society is on the outlook for young men of some 
experience in business, but who need to know nothing to begin with about the life 
insurance business, to be trained to sell Life Income Insurance in large amounts and 
also in small amounts, and thus earn a good living. 


Some agents are successful in placing large Income Policies, but do not think it 
worth while to canvass for small policies of that kind. This is a mistake. Of course 
a large income will give more satisfaction than a little one, but it does not follow from 
this that the proceeds. of a small policy payable in the form of an income will not be 
acceptable to the beneficiary. 


Many a man who feels that he has all the insurance of the ordinary kind that he 
needs, will be willing to supplement it with small policies guaranteeing small monthly 
payments to his wife and daughters for life, or to his grandchildren, or to nephews and 
nieces, or other dependents. 


MANY SMALL INCOME CONTRACTS 


An income policy that does no more than furnish pin-money to a well-to-do bene- 
ficiary will always be acceptable. 


A little policy that gives a wife, daughter, grandchild, or some other relative or 
friend $50 or $100 every Christmas, costs almost nothing, and often proves a good 
entering wedge by means of which the agent can induce a client to apply for a large 
amount of additional insurance. 


Someone has said, “‘The agent who does not sell Christmas Present policies in De- 
cember is like the farmer who doesn’t take the trouble to pick the apples in his orchard 
when they are ripe.”’ 


Small Birthday Present Policies are also very popular. The agent can say to a 
client: “On your daughter’s birthday I know that it is your custom to make her a 
substantial present. Wouldn’t you like to perpetuate that remembrance after you are 
gone, to the very last birthday your daughter will spend, no matter how long she may 
survive you?” 


Wedding Anniversary Policies will also appeal to many husbands or fathers. 


A small income policy that will give a son or daughter enough money once a year 
to pay the cost of a vacation trip will always be acceptable. And every father can 
make himself very popular by providing such incomes every year. 


INCOME BUILDING 


Many a man who can’t afford a large Income Policy can begin with a small policy 
and take additional policies from time to time thereafter. By such a course a small 
income will be assured and if he persists a liberal income may be provided for later on. 
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the rate that prevailed in 1921 and each 
year since that time. Deaths due to 
cancer have shown a steady rise each 
year, and there has also been a change 
in tendency with recent increase in 
deaths due to Bright's disease, leaving 
the rate about the same as six years ago. 
Although the death rate from typhoid 
fever has been reduced each year, the 
most marked decline during the seven- 
year period was in the present year, 
reducing it to about two-thirds of that 
shown in 1920, an eloquent tribute to the 
many years of persistent human effort 
in life saving, which has reduced its 
victims to about one-ninth of the toll of 
this menace 26 years ago. 


Improvement Only Among Children 


There has been, in the long run, a de- 
creasing rate of deaths among various 
populations as well as insured lives. 
This reduction has been effected chiefly 
by a great improvement in the control 
of epidemic, infectious and communica- 
ble diseases, and particularly the diseases 
peculiar to infancy and childhood; so 
that while the prolonging of the average 
life of human beings has been in part 
due to saving lives of youth and early 
manhood, the result chiefly due to 
the great saving of the lives of children, 
among whom the toll was formerly ap- 
palling from the time of birth through 
the period of infancy. There has not 
been a corresponding improvement in 
the reduction of aggregate ratios of 
deaths among that dominant group com- 
posed of the bread-winners during the 
mature active period of life. Within this 


1s 


range of middle life, -what may be 
termed “degenerative diseases’ have 
steadily taken an increasing toll and 


their rising trend has been a constant 
counter-check against decreasing fatali- 
ties from diseases that have been 
brought under control of medical and 
surgical treatment and administrative 
regulation. That the conquest of this 
latter type of diseases has apparently 
resulted in the general extension of lives 
CONTINUED ON PAGE 34) 
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ANNOUNCE PUBLICATION 
OF FRATERNAL DIGEST 


National Underwriter Company 
Adds to Its Statistical 
Service 


GIVE FULL INFORMATION 


New Chart Will Be on Par With 
Unique Manual-Digest and 
Little Gem 


Commencing with the edition of 1927 
the service given on policy, rate, divi- 
dend, net cost and value information by 
the Unique Manual-Digest and Little 
Gem Life Chart will be extended in two 
new volumes to cover the fraternal 
orders and natural premium or assess- 
ment associations in one and the acci- 
dent and health companies in the other. 


Demand for Fraternal Information 


Probably four-fifths of the inquiries 
which come to us from our subscribers 
for technical information of this nature, 
has been concerning the fraternal orders 
and associations not under the regular 
legal reserve laws. This condition has 
existed for quite a number of years and 


the publishers have decided to apply to | 


the fraternal orders and associations the 
same analysis and explanation of their 
policies or certificates, rates, dividends, 
values and net costs as it did some years 
ago when it started the Unique Manual- | 
Digest for legal reserve companies, giv- 
ing perhaps the most careful and com- 





plete summary of the _ information 
| needed to judge “the company, the pol- | 























“A Company 
willing to Pay 
the Price Required 


to Give Service” 


icy, the cost,” that had yet been worked 
out. The statistical department of the 
National Underwriter Company has be- 
come so well organized that it can 
undertake this new work for fraternal 
orders with the assurance to its custom- 
ers that the service will be equal to that 
given in the Unique Manual-Digest and 
Little Gem Chart. 


Not Unfriendly 


While searching and complete, the 
Fraternal Digest will not in any way be 
unfair or unfriendly to the fraternals 
and associations. THE NATIONAL UNDER- 
WRITER does not regard these associa- 
tions as competitors of the old line sys- 
tem to be opposed, only in so far as 
they do not come up, or are not trying 
to come up to safe standards. THe Na- 
TIONAL UNDERWRITER is prepared to ac- 
cept all life insurance as good which is 
sound and honestly managed. It has no 
quarrel with government insurance, fra- 
ternal insurance, group insurance or any 
other form which is dealing fairly with 
the public. While it must point out 
the facts regarding all companies and 
associations, it believes that the loss of 
|any association or company is a loss to 
the institution as a whole, and in the 
case of fraternal orders and others 
which are seeking to adjust their rates 
to the proper standards it feels that the 
attitude of all life insurance men should 
be to build up and not to tear down. 
Nevertheless, there is and has been for 
years a large demand for information 
regarding the fraternal orders and asso- 
ciations which has not been in available 
|form to the average insurance man, 





Many Changes in Process 


The fact that many fraternal orders 
|have either already made important 
| changes in their plans or are contem- 
plating doing so in the near future 
jw necessary a service of the kind 
proposed in the Fraternal Digest. This 
book will be out for the first time 
shortly after the publication of the 
Unique Manual-Digest for 1927. Some 
lof the features that will be covered are 





as follows: Analysis of certificates, 
policy forms issued, explanation of un- 
usual forms, rates, surrender values, 
dividends and dividend history, net 
costs, general information, sick and acci- 
dent benefits, juvenile department, 
ciety history, practices, financial state- 
ment analysis; interest, mortality and 
expense and N. F. C. reserve tables; 
entrance fees and dues, classification and 
analysis of different groups of certifi- 
cates, reserve bases, amount of reserve 
valuation deficiency, if any. 


SO- 


&2 Per Copy 


The cost of the Fraternal Digest has 
been fixed at the low price of $2 per 
copy, with the usual concession for com 
pany club and block orders. We believe 
that this enlarged service will be appre- 
ciated by the old users of the Unique 
Manual-Digest and Little Gem Life 
Chart as well as by the fraternal orders 
and associations themselves. 


Accident and Health Book 


To round out our service on all forms 
of personal insurance we have added a 
book of some 700 pages showing the 
principal forms of the accident and 
health companies and associations. This 
compilation is gotten up in a new and 
unique way and experts in the accident 
and health business pronounce it to be 
the most satisfactory tnat has been de- 
vised. Each policy contract and insur- 
ing clause is analyzed under a standard 
set of headings so that it is possible to 
determine at a glance the variations in 
coverages, which are unusually wide in 
the accident and health field. The rates, 
of course, are also shown for the differ- 
ent classes of risks. This fourth addition 
to the service is known as the Time 
Saver for Accident and Health Insur- 
ance Men. The following are the head- 
ings for which information is given for 
the various policies: Rates and analy- 
sis, elimination period rates and terms, 
where companies licensed, health cover- 
age rate practices, annual statements, 
premium and losses, standard provisions, 











of Rome. 


‘T Will Find a Way or 
Make One” 


Sucu were the words of the great Carthaginian general Hannibal in 218 
B. C. before the pass of the Little St. Bernard and confronted by the legions 


Hannibal, one of the great generals of all times, didn’t have in mind the 
International Life when he uttered these famous words over 2000 years ago, 
hut his thought most certainly furnished ihe gist of this message. 


Because the officers of the International Life are men who, 


when con- 


fronted with a problem, find a way or mike one to solve it, and because the great 
maiority of International Life agents are imbued with the same thought when 


-elling a prospect, the International Life 


fastest growing company in the Mississippi Valley. 


Insurance Company has become the 


International Life Insurance Co. 


St. 


W. K. WHITFIELD, President 





W. F. GRANTGES, 





Louis, Missouri 


DAVID W. HILL, Vice-President 


Vice-Pres. and Gen’! Mgr. Agents 
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YOUR OWN 
BUSINESS 











F you are the average man, through- 

out life you have had one ambition 
—to own your own business—to be 
your own master—to rely on no one 
but yourself. 


Then, your time is your own—you are 
always working for your own advance- 
ment. The profits become yours. 


One of the East's. leading ‘“‘old-line’’ 
mutual life insurance companies, hav- 
ing recently entered the State of Iowa, 
is looking for two capable life insurance 
men whom they can set up in business 
as General Agents for the Company in 
that territory. 





Each man should be able to produce a 
reasonable volume of personal business 
at the start—his past records will 
prove that. 


Each man should be an organizer — 
be able to contract with new agents, 
work with and lead them. Or he 
should, with our help, be able to 
quickly develop managerial ability. 


When a man is in business for himself, 
there can be little reason for failure 
unless it is the man. The company, 
the contract, and the policy contracts 
are all that you could wish for—there- 
fore, we will be most careful in our 
selection of the right man. 


You know your own ability and your 
own limitations. If you believe that 
you could measure up to either of 
these two opportunities in Iowa, fur- 
ther details as to company, contract, 
etc., can quickly be secured by writing, 
in confidence, 
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PROTECTION-HUNGER 


SEVEN-TENTHS of the 
families in America are de- 
pendent on wages, and the 
fathers and mothers live in 
constant dread of sickness, in- 
jury, unemployment, impov- 
erished old age, and premature 
death. That they hunger for 
protection from these calami- 
ties is proclaimed by the bill- 
ions of industrial insurance in 
force. 


Those who are hard pressed, 
especially, realize that insur- 
ance has developed into some- 
thing more than mere indem- 
nity. With its nurses dotting 
the country, its safety engineers 
removing the dangers to life 
and limb, its medical men and 
welfare workers steadily extend- 
ing the lifespan insurance is now 
in very truth, protection. And 
so, for the wage earner, it is nei- 
thera luxury nor even a 
debatable purchase; it is a vital 
want. The institution that 
enables him to meet that want, 
renders him a valuable service. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Vice-President Haley Fiske, President 
























information on riders, rates for each 
policy shown, name or form, designation 
of each policy, non-cancellable complete. 


Need for A. & H. Book 


The accident and health book is added 
to the group for the reason that most 
life companies issue some form of acci- 
dent and health insurance if only in the 
form of disability or double indemnity 
clause. Many life men place accident 
and health along with life insurance. 
They have been handicapped heretofore 
in not being able to talk intelligently 
concerning the various coverages and 
with the Time Saver they now have a 
book which performs the same function 
for accident and health that the Unique 
Manual-Digest does for life. The Time 
Saver and the Fraternal Digest have the 
same size page and have a flexible 
cover. Both are printed on thin paper 
of the best quality. They are of con- 
venient size, a little smaller than the 
Unique Manual-Digest. 


Special Price on Complete Service 


In putting forth these four books the 
publishers believe that many agents will 
wish to buy the complete set and thus 
have full information on all forms of 
personal insurance. Agents may either 
buy all four books through their com- 


pany and secure the benefit of their- 


company club or quantity rate, or they 
may buy direct from us at the combina- 
tion rate of $8.50 for the set, thus saving 
$2.50 on the retail price. Bills on these 
combination orders will be sent out on 
the publication of the Unique Manual- 
Digest in May, although the Fraternal 
Digest will not be issued for a month 
or so after the publication of the Man- 
ual-Digest. All orders should be for- 
warded to the National Underwriter 
Company, 420 East Fourth street, Cin- 
cinnati, O. 


Had Policyholders’ Rally 
The Sebastian Agency of the Minne- 


sota Mutual Life held a policyholders’, 


rally at North Platte, Neb. This was 
followed by a convention of the Sebas- 
tian Agency for two days. About 70 
policyholders were present, and with 
their wives, enjoyed a wild duck dinner. 
H. J. Cummings, representing the home 
office, gave a talk outlining the many 
things that can be done with the insur- 
ance a man already carries. 


Mortgage Insurance Is Popular 


More than 26 persons in every 100 
who carry insurance with the Ohio 
State Life are interested in taking out 
additional insurance for the purpose of 
paying mortgages on their homes or 
other obligations. This conclusion is 
based on the results of a questionnaire 
which was sent to the policyholders of 
the company during a_ policyholders’ 
campaign which closed last week. Of 
those answering the questionnaire, 26 
percent asked for information concern- 
ing insurance which would enable them 
to pay the mortgages on their homes, 36 
percent expressed interest in insurance 
providing for old age income, and many 
inquired about insurance with which 
they could educate their children, pro- 
vide an income for wife or child and 
protect business partnerships. “That so 
many persons are interested in life in- 
surance for the payment of mortgages 
on their homes,” said President John 
M. Sarver, “indicates the very import- 
ant part that life insurance is now play- 
ing in home-buying.” 


R. S. Angell Honored 


The November campaign of the Shen- 
andoah Life of Roanoke in honor of 
President R. H. Angell went over in fine 
shape with a total of written business 
amounting to $4,338,000. The company 
had the largest number of agents pro- 
ducing during November of any month 
in its history. It received a fine volume 
of business from every state in which 
it was admitted. The success of the 
production record is largely due to 
Charles E. Ward, the agency manager. 








ACCURATE MEASURE OF 
GROWTH IS DEVELOPED 


Comparison of 1906 and 1926 on 
Basis of Common De- 
, nominator 


EXTENT OF DEVELOPMENT 


Relative Increase of Life Insurance in 
20 Year Period Indicated by 
Scientific Method 


By M. ALBERT LINTON 
Vice-President Provident Mutual 
[These extracts were taken from 

an address given at the annual meet- 

ing of the Association of Life Insur- 
ance Presidents in New York City 
last week.] 

In 1906 the paid-for new business of 
the legal reserve life insurance compan- 
ies of the United States amounted to 
about $2,000,000,000. This year it will 


approximate $16,383,000,000, 5.9 percent 





M. ALBERT LINTON 
Vice-President Provident Mutua! 


in excess of the $15,473,000,000 in 1925. 
Two hundred and one companies, by 
furnishing an estimate of their 1926 
production, have made possible the fore- 
cast given above. In 1906 the total liic 
insurance outstanding in the legal re- 
serve life insurance companies of the 
United States amounted to $13,750,000,- 
000. At the end of this year the total 
will be approximately $80,000,000,000. 
In 1906 the total number of policyhold- 
ers was approximately 15,000,000, 17 pe! 
cent of the then population of the U nited 
States. At the end of this year the 
new total will be approximately 58,000,- 
000, 49 percent of our population. There 
are those who deduce from these and 
other figures that the business of lite 
insurance will one of these days find 
itself the greatest of all business, meas- 
ured by the resources entrusted to its 
care. 
Basis of Comparison 

The first step in attempting to throw 
some light upon the relative growth of 
the life insurance business in the 20 
years since 1906 is to express the figures 
for the two years in units of equal pur 
chasing power. For this purpose it !s 
assumed that the 1906 dollar would hav: 
a present-day purchasing power of $1.88. 
The index of $1.88 is based upon the 
series of cost of living indices compiled 
by Dr. Willford I. King of the Nation: iI 
Bureau of Economics Research and fur- 
nished directly to us by him for the 
years 1909 to 1925 inclusive. Using this 
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Building 
A Successful 


Insurance Business 






UCCESS in any undertaking is based very largely 
upon two-fold confidence—confidence in oneself 
and the confidence of the public. 


In building its organization of field men the Missouri 
State Life has been careful to select men who believe 
in themselves—men who have “ego” without the “e”’. 
It almost invariably follows that such men easily win 
and hold public confidence. It is such men who achieve 
success in the insurance business. 


The remarkable growth of this Company, with the 
record of having practically doubled its business in the 
past five years is due, in large measure, to the splendid 
type of men who represent it. 


We can always use more men of the ‘go type. 


A great Company daily growing greater! 


Missouri State Life 
Insurance Company 


M. E. Singleton, President 


LIFE - ACCIDENT - HEALTH .- 
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series we have estimated the index for 
1906 to be 88.0 and for 1926 to be 165.2; 
each on the basis of 100 for the 19135 
index. These two figures yield the rela- 
tive index of 1.88. We are so accus- 
tomed, when thinkine of the post-war 
change in the price level, to refer back 
to 1913 as a base, that the index of 1.88 
seems at first glance to be high. This 
is due to the fact that there was an in- 
crease in the price level from 1906 to 
1913 amounting to approximately 13% 
percent. 


Monetary Values Expressed 


In the following table the monteary 
values in the 1906 column have been 
raised to their 1926 equivalents by the 
use of the factor 1.88. We are thus able 
to study the achievements of the two 
decades in terms of a “level” dollar. ‘The 
figures are expressed in round numbers 
so that their general significance may be 
more readily apparent. The life insur- 
ance figures in this table are those of the 
legal reserve life insurance companies of 
the United States. The 1906 dollar is 
taken to be the equivalent of $1.88 of 
1926 money. Monetary values are ex- 
pressed in terms of the 1926 dollar: 

Life insurance outstanding at end of 
year: Aggregate amount: 1906, $25,- 
800,000,000; 1926, $80,000,000,000;  in- 
crease 210 percent. Amount per capita 
of population: 1906, $298; 1926, $678; in- 
crease, 128 percent. Aggregate amount 
expressed as a percentage of national 
income less income from investments: 
1906, 70 percent; 1926, 133 percent; in- 
crease, 89 percent. 

New life insurance paid for during 
year: Aggregate amount: 1906, $3,- 
900,000,000; 1926, $16,400,000,000;  in- 
crease, 319 percent. Amount per capita 
of population: 1906, $46; 1926, $140; in- 
crease, 207 percent. Aggregate amount 
expressed as a percentage of national 


income less income from investments: 
1906, 10.6 percent; 1926, 27.2 percent; 
increase, 157 percent. 


Net life insurance premiums paid dur- 
ing year: Aggregate amount: 1906, 
$904,000,000; 1926, $2,200,000,000;  in- 
crease, 143 percent. Amount per cap- 
ita of population: 1906, $10.54; 1926, 
$18.79; increase, 78 percent. Aggregate 
amount expressed as a percentage of 
national income: 1906, 2.09 percent; 
1926, 3.10 percent; increase, 48 percent. 


Tripled in Twenty Years 


These figures are intensely interesting 
to all connected with the life insurance 
business. The outstanding insurance in 
the legal reserve life insurance compan- 
ies in this country (remembering al- 
ways in connection with this table that 
the 1906 monetary values have been 
raised for comparative purposes to offset 
the decline in the purchasing power of 
the dollar) is more than three times 
what it was 20 years ago, an increase of 
210 percent. At that time the amount 
per capita was $298. Today it is $678, 
an increase of 128 percent. In 1906 the 
nation was protected through life insur- 
ance in the legal reserve companies to 
about 70 percent of a year’s earned in- 
come. Today the figure is 133 percent, 
the earned income. for about one year 
and four months. It is still small 
enough and yet 89 percent more than 
it was 20 years ago. 


Possibilities Are Great 


This paper has to do with the con- 
quest of dependency in America. It is 
evident that progress is being made. It 
has been no mean accomplishment to 
have educated the American people to 
double the amount of outstanding life 
insurance measured in terms of a year's 
earned income. And yet we cannot rest 
upon our oars when the amount of life 
insurance in force is equivalent to what 
the men and women of the country earn 
in a period of but 69 weeks. We enioy 
the contemplation of our figures, which 
are pressing toward the $100,000,000,- 
000 mark. It is also worth our while 
now and then to view these same fig- 
ures in a different perspective. It re- 
veals clearly the opportunity that lies 
‘ahead 

The figures in the premium section 
are based upon the life insurance pre- 




















AM not here to review the past save 

as I am permitted to congratulate 

you upon the unparalleled growth 
and the soundness of the life insurance 
enterprise under your management, upon 
the broadly diffused benefits which you 
are conferring upon the nation. I have 
always been a whole-hearted advocate 
of life insurance, 
was charged with the responsibility of 
assisting in a corrective endeavor, it was 
as a friend and not as an antagonist, as 
one having the keenest interest in the 
success of an enterprise which is essen- 
tial to our social welfare. You are mas- 
ters of statistics, and I shall not recite 
the figures familiar to you. During the 
last 20 years, the amount of insurance 
in force and the invested funds of your 
companies have vastly grown. This 
expansion has been achieved with wise 
conservatism in management, without 
undue expenditures in obtaining busi- 
ness, and with the returns to policyhold- 
ers that are consistent with safety. I 
believe that there is no safer or better 
managed business in our country than 
yours. 


Cooperative Endeavor Essential 


One of our greatest scientists said the 
other day that the 30 years ended with 


1925 would probably be estimated as the | 


most extraordinary in the history of the 
world up to the present time, because 
of the number and fundamental char- 
acter of discoveries in physics and of the 
changes wrought in man’s conception of 
the world in which he lives. 
being in the new world with extraordi- 
nary powers at his command? 
ever the answer, it,is plain that the ad- 
vantages to the average individual will 
inevitably depend upon a growing ca- 
pacity for cooperative endeavor. As we 





and if at one time I | 
| ciated for mutual protection and invest- 





What will | 


man be able to accomplish as a social | 


What- | 


PAYS HIGH TRIBUTE TO LIFE INSURANCE 


Address Given at Annual Meeting of Association of Life Insurance 
Presidents in New York City 


By CHARLES E. HUGHES. 








reflect upon the increasing density of 
population and our multiplying intima- 
cies, we must realize that the social 
experiment has just begun. In a sense 
you are the prophets of the coming 
time. On the largest scale you are mak- 
ing scientific use of the lessons of the 
past in order to distribute all the accru- 
ing benefits to millions of people asso- 


ment. 
Effective Agency of Thrift 


Life insurance is the effective agency 
of thrift. No better guardian of the 
purse than a life insurance policy has 
ever been discovered, and the increasing 
success of the life insurance business is 
a welcome testimonial to the fact that 
in our prosperity we have not lost our 
heads. When confronted with many 
evidences of extravagance and waste, it 
is a pleasure to turn to the other side 
reflected in your reports. The life in- 
surance enterprise not only rests upon 
this disposition to work and save, but 
represents the protection of the Ameri- 
can home. It spells the responsibility 
of the homemaker, the care of wife and 
children. We are so easily misled by 


the unpleasant spectacle of profligacy, of 
human wreckage, of useless lives in 
which the most solid satisfactions are 


sacrificed to temporary excitement and 
fleeting pleasure, that we are apt to for- 
get the countless homes where individ- 
uals cherish the old tradition of indus- 


| try with a keen sense of mutual affection 


and dependence. The life insurance 
statistics give you the barometric read- 
ings of the social weather. 


Important Financial Role 


A reference to this feature of thrift 
and protection suggests the foundation 
but does not explain the structure. As 








mium income of the legal reserve com- 
panies diminished by the dividends paid 


to policyholders under participating pol- | 


we obtain the net 
life insurance pro- 
amount thus paid yearly 
has increased relatively 143 percent in 
the 20-year period, rising from an 
equivalent of $904,000,000 of present-day 
dollars, to $2,200,000,000._ The amount 
paid per capita has risen from $10.54 to 
$18.79, an increase of 78 percent. Twenty 
years ago, out of each $100 of the 
national income, $2.09 was invested in 
life insurance protection in the legal re- 
serve companies. Today the figure is 
$3.10, an increase of 48 percent. 
Problem for the Future 


We have seen that the legal reserve 
companies have outstanding life insur- 
ance equivalent to the nation’s earned 
income for about 69 weeks. To main- 
tain this amount of protection requires 
an investment in life insurance premiums 
of approximately $3.10 out of every $100 
of the national income. Two very inter- 
esting questions at once present them- 
selves. 1. What should be the relation 
of the outstanding insurance to the na- 
tional earned income in order that the 
protection may be adequate? 2. In the 
midst of the present-day keen compe- 
tition for the consumer's dollar, how 
much more than $3.10 per $100 of na- 
tional income can the companies induce 
the nation to invest in legal reserve life 
insurance protection? It would be a 
bold man who would attempt to answer 
either of these two questions. Certainly 
I shall not make the attempt. However. 
I am sure we can agree that the limit 
is not yet in sight. 


icies. In this way 
amount invested in 
tection. The 


Forces That Caused Increase 


What are the forces that have been at 


work during the 20-year period to bring 
about 
the outstanding amount of life insur- 
ance? For one thing, there has been a 


the relatively large increase in 





lowering of the unit cost of life insur- 
ance as well as a liberalization of policy 
provisions. For another, the emphasis 
placed upon life insurance during the 
war forcibly directed the attention of 
the nation, and especially the attention 
of its young men, to the importance of 
adequate life insurance protection. 
scourge of the influenza made another 
profound impression. 
part. Group insurance, introduced in 
1911, 
of the outstanding insurance in force. 
There has been a marked tendency to- 

ward cooperation between the life insur- 
ance companies and the trust Companies 
in rendering service to beneficiaries un- 
der life insurance policies. We have re- 
cently seen the introduction of non-med- 
ical insurance and the development of 
so-called salary budget insurance. But 
when all of these influences have been 
appraised, I am inclined to the belief 


that the greatest single force that has | 


carried us forward has been an advance | eee 
| sed, 


in the methods of distribution. 
Training of Agents Big Factor 


The keynote of modern life insurance 
salesmanship is the trained underwriter. 
This does not mean that there were no 


well-trained life insurance salesmen 
| twenty years ago. It does mean, how- 
ever, that their number was small in 


comparison with the total number who 
carried the rate book. Today an in- 
creasing emphasis is being placed upon 
training as a prerequisite to a career as 
a life underwriter. Of course it is true, 
and_ probably always will be true, that 
a large volume of insurance can be sold 
in lump sum units on the general the- 
ory that every man with dependents 
needs some life insurance protection. 
On the ‘other hand, it is becoming in- 
creasingly true that the scales are 
weighted in favor of the salesman who 
is able to perform a specialized service 
in connection with his sales. 





The | 


The development 

of a liberal disability clause has done its | companies 
cps | through the 
now accounts for about 6.8 percent | 











the eden Court of the United States 
has pointed out, the object of life insurance 
is not only protection but investment : that 
is, the protection is achieved through in- 
vestment and thus the field of coopera- 
tion is widely extended. The enormous 
contributions of policyholders must be 
productively employed. The benefits to 
policyholders, and the safety of their 
contracts, depend not simply on mor- 
tality gains but upon the returns from 
the use of the funds placed at your com- 
mand. In great industrial corporations, 
the most of what is received must be 
paid out for labor and raw material. 
You deal in money. As your outstand- 
ing risks grow, your reserves must 


cor- 
respondingly increase. You cannot 
hoard; you must invest. Thus you con- 
trol very largely the funds available 


for important public enterprises. This 
means that it is the policyholders of the 
country who in large measure are pro- 
viding through you the means for pub- 
lic undertakings, for railroad expansion 
and betterment, for the service of public 
utilities, for every endeavor which on 
the most conservative basis gives such 
assurance of proper response to public 
needs as to justify investment of the 
funds upon the conservation and produc- 
tivity of which policyholders depend 


Exploitation Is Dangerous 


This outstanding fact of the necessity 
of the safe investment of the vast accu- 
mulations of life insurance companies 
gives us striking illustration of the im- 
possibility of promoting the prosperity 
of the community by starving the in- 
strumentalities of public service. The 
moneys that they require for their rea- 
sonably profitable management are fur- 
nished by the thrifty workers of the 
community whose savings are invested 
in these enterprises. Fair play all round 
is the only safe counsel in social effort. 
When one begins to exploit others, he 
is likely to end with damage to himself. 
This is a lesson not only to financiers, 
but to politicians, both to those who 
would sacrifice public interest to in- 
ordinate private gain and to those who 
would indulge in the fatuous policy of 
seeking to serve the public welfare at 
the expense of just private interest. 
You cannot get communal riches by 
individual impoverishment. A life in- 
surance company as a great social co- 
operative enterprise enforces this lesson. 
Policyholders are dependent on your 
skill, but ultimately also on the justice 
of the community. 


Are Agencies of Health 


was a time when insurance 
dealt with mortality only 
tables underlying their cal- 
premiums. But now it is 
different. They find advantage to their 
members, and thus to the incorporated 
association itself, in seeking to prolong 
life. They give us information; they 
promote undertakings to prevent disease. 
They thus become the agencies of health 
as well as of thrift. 

To buttress the home, to give im- 
petus to thrift and the relief which 
comes with the assurance of protection 
for dependents, to organize on a vast 
scale investing power conservatively 
to seek practical measures to con- 
serve health and prolong life, what have 
better than that? 


There 


culations of 


| we 
Must Be Worthy of Confidence 
But the lesson taught by your suc- 


cess is that cooperation must have ex- 
pert direction. It is well that policy- 
holders should have the opportunity to 
correct improper management, and their 
power though latent must be real; they 

must have the final control. But if they 
undertook to manage affairs directly, 
they would make a mess of it. How 
to obtain the safeguard of contro! by 
those whose interests are at stake, an¢ 
the continuity and efficiency of expert 
management, without the intrusions an 

insincerities of politics or the fantasies 
of dreamers. is the great problem. It 
has been solved to a gratifying degree 
in your case. It could not have been 
so successfully solved if respect tor 
the fiduciary obligation of officers and 
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LIFE PAYMENTS LOCALIZED 








The National Underwriter Company has acquired this well known publication of 
the Insurance Press of New York and will shortly issue the coming edition as 


A SPECIAL NUMBER OF 


The National Underwriter 


T ws number is a compilation of the payments made by 
life insurance companies to beneficiaries in every commu- 
nity throughout the United States. In a most convincing 
way it brings home, to the public and insurance men the 
tremendous benefits of life insurance. 


With the great amount of life insurance in force rapidly 
increasing, and the older age of policies, the payments under 
claims are growing each year by leaps and bounds. 


The companies report to the Service each week their 
current claim payments. These are compiled and classified 
in various ways under an elaborate system and published 
late enough in the year following to minimize the danger 
from investment sharks, etc. Income settlements are, of 
course, treated on the commuted basis. 


An important and valuable part of the Service is the 
daily newspaper publicity received thereon. Of all of the 
publicity being done for life insurance in the public press 
this is perhaps the most practical and most successful. 
Hundreds of important daily papers carry this story every 
year as one of their regular features the Service being well 
established and accepted. The collections of clippings on 
last year’s edition makes a package weighing several pounds. 
The publication of the benefits of life insurance with a local 


application gets at the publicity problem from the proper 
angle. 

“Life Payments Localized” has the largest circulation 
of any life insurance special issue or periodical of whatever 
nature, fifty thousand copies being sold. Most agents use it 
more or less extensively as it gives them local illustrations 
and definite information as to the prominent instances 
where life insurance each year has done the most good. It 
ties up the whole life insurance argument. 


In presenting this great service to its subscribers in 
addition to the bounteous fare already provided, The Na- 
tional Underwriter feels that it is bringing to them a real 
Christmas Gift. 


“LIFE PAYMENTS LOCALIZED” will be continued 
and issued each year as a special number of The National 
Underwriter. It will be edited and managed by Charles L. 
Gleizes, Jr., who has handled this work in the past as secre- 
tary and treasurer of the Insurance Press and who will now 
be manager of the Insurance Press branch of The National 
Underwriter Company at its New York office, 80 Maiden 
Lane. Mr. Gleizes will also continue to handle the Indus- 
trial Edition “THE INSURANCE PRESS MONTHLY.” 
“The Insurance Press, Weekly” has been merged with the 
“Weekly Underwriter.” 


The price per copy for this special issue “LIFE PAYMENTS LOCALIZED” 
is $0.75. Orders should be addressed to The National Underwriter Company, 
80 Maiden Lane, New York 
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directors had not been maintained. The 
members of your companies are so nu- 
merous, so scattered, so helpless indi- 
vidually, that while the insurance com- 
pany is not technically a trustee it. is 
practically the highest form of trustee- 
ship. You represent trust and service. 
The vast accumulations in your care, 
and your reports as to your dealings 
with them, testify to trust protected and 
service performed. What higher satis- 
faction can there be than the conscious- 
ness of that? The great growth of 
your business reflects not only the pros- 
perity of the country and the saving 
disposition of our people, but confi- 
dence. It is confidence that is the vital 
breath of progress. There are those 
who think they can do better by de- 
stroying the foundations upon which 
our prosperity now rests. The diffi- 
culty is that they cannot succeed until 
there are new foundations equally se- 
cure. When would that time come? 
Business men who by unscrupulous con- 
duct impair confidence are the worst en- 
emies of enterprise. They do far more 
damage than any radical theorists. Your 
organization was formed to promote 
confidence by preventing extravagance, 
reducing expenses and intelligently co- 
operating in order to give administration 
of the wisest sort. You have reached 
the measure of success you now enjoy 
because you have inspired confidence. 


Commissioners Must Not Be Lackeys 


Manifestly the interests are too vast 
and those dependent upon your manage- 
ment are too many, to permit such en- 
terprises to be conducted without legal 
restrictions and appropriate public su- 
pervision. The state undertakes to sup- 
ply these. It would be the highest mis- 
fortune if confidence in this supervision 
were shaken by attempts to make the 
supervisors proteges or lackeys of those 
who are supervised. It would be equally 
disastrous if state supervision were in- 
competent, capricious and constituted 
an interference rather than a help. Su- 
pervision of the life insurance business 
is not as difficult an administrative duty 
as railroad rate-making, for example. 
But it does demand a high degree of 
technical knowledge, and it absolutely 
requires honesty and intelligence. I be- 
lieve that in the past 20 years there 
has been a great improvement in the 
administration of state departments of 
insurance. Proper measures of protec- 
tion are better understood and more 
wisely applied. I am glad to think that 
there is more intelligent cooperation 
between the states and the insurance 
companies than in the years past. 


PLANS FOR 1927 DISCUSSED 


Pan-American Life Calls in 50 General 
Agents for Conference at the 
Home Office 


About 50 of the domestic general 
agents of the Pan-American Life were 
called together at the home office re- 
cently to discuss plans for 1927. Ad- 
dresses were made by Crawford H. EIl- 
lis, president; Dr. E. G. Simmons, vice- 
president and general manager; Eugene 
J. McGivney, vice-president and general 
counsel; Dr. Marion Souchon, vice-presi- 
dent and medical director, ‘and C. D. 
Corey, superintendent of agents. S. E. 
Allison, actuary, explained the new 
policy contracts which the company will 
be ready for issue the first of the year, 
and Ted M. Simmons, assistant super- 
intendent of agents, explained a com- 
bination life, accident and health policy, 
which will also be ready for issue at 
that time. 

Much time was given by the officers 
of the company and the general agents 
assembled to a personal discussion of 
field conditions throughout the territory 
and plans were perfected and the en- 
tire program for the year 1927 outlined, 
which will undoubtedly result in the 
largest volume of business ever secured 
by the company. 





UNIFORM REGULATION 
OF INSURANCE NEEDED 


States Should Realize Inter-De- 
pendence and Forget 
Independence 








SPEAKS ON SUPERVISION 





Commissioner’s Scientific Knowledge of 
the Business at Outset Is of Sec- 
ondary Importance 





BY WESLEY E. MONK 
M h tts Commissi r 





{The following paragraphs were 
taken from an address given at the 
convention in New York City last 
week of the Association of Life In- 
surance Presidents.] 


State supervision, as we know it to- 
day, really began in Massachusetts with 
the enactment of a statute in 1855, cre- 
ating an independent and distinct board 
of two insurance commissioners, and 
delegating to that board the function of 
insurance supervision. These commis- 
sioners were given ample powers to ex- 
amine companies and were directed to 
make reports to the general court. Since 
1866, a single insurance commissioner 
has been appointed to be the supervis- 
ing authority. Subsequent to the or- 
ganization of the insurance department 
in Massachusetts, other states, first of 
all New York, followed in due course, 
in creating administrative officers to ad- 
minister the laws relating to the insur- 
ance business and to supervise the tran- 
sactions of all companies transacting 
business in their respective jurisdictions. 


Regulation Left to States 


It has been many times suggested 
that the business of insurance is a proper 
subject matter for federal supervision, 
but the right of the federal Congress to 
legislate on that subject matter has been 
definitely denied by decisions of the 
United States Supreme Court. Accord- 
ing to the interpretation placed upon the 
interstate commerce clause of the con- 
stitution, the business of insurance is not 
commerce. This was decided in the 
well-known and famous case of Paul vs. 
Virginia which has since been followed 
by many cases. The effect of these de- 
cisions is to give to the state legisla- 
tures the control of the insurance busi- 
ness within their respective jurisdictions 
and to deny to insurance companies the 
right to transact business beyond the 
state where incorporated, without sub- 
mitting themselves to the statutory will 
of each state wherein they propose to 
operate. Thus, under this system of 
state supervision, each insurance com- 
pany must comply with the laws of all 
the states in which it transacts business, 
and the net result is the difficult task of 
complying with as many codes of insur- 
ance laws and satisfying the rules and 
regulations of as many different state 
departments as there are states. The 
task of satisfying so many masters is 
certainly tremendous, and, as I have 
previously said, is a fact demanding the 
most consistent cooperation between all 
concerned. 


Supervising Power Has Progressed 


Two factors, the doctrine that insur- 
ance is not commerce and the Arm- 
strong investigation, are two of the prin- 
cipal causes of our modern insurance 
legislation with all its complications. 
From the beginning of state supervision 
of insurance to the present day is a long 
step and there has been a tremendous 
increase in the details of the work im- 
posed by law and otherwise upon a mod- 
ern insurance department. It has been 
necessary for the insurance supervising 
power to progress with the insurance 


business. This progress has entailed the 
hard task of keeping pace with the mul- 
titude of complex problems, ramifica- 
tions of the business and methods of 
operation which are peculiar to it alone. 


Competition Might Have Been Ruinous 


There is much similarity and uni- 
formity in the methods of procedure and 
the means adopted for the regulation 
and supervision of insurance companies. 
How has this come about? Well, if 
there is a single element which more 
than any other factor can be said to 
have influenced and caused this uni- 
formity and similarity, it is the coop- 
eration of the several insurance super- 
visors as members of the National 
Convention of Insurance Commission- 
ers. This organization, unique, unlike 
any other organization known, volun- 
tary in its nature, existing by reason of 
no legal requirement or sanction, acting 





WESLEY E. MONK 
Commissioner of Massachusetts 


as a single supervising unit through its 
constituent membership, has probably 
succeeded in accomplishing more for the 
welfare of not only the great insuring 
public but also the great insurance or- 
ganizations than any other single fac- 
tor. I firmly believe that were it not 
for the fact that in 1871 this organiza- 
tion of insurance commissioners was 
created and were it not for the fact that 
this organization has continued to func- 
tion down to and including the present 
time, either the insurance business in 
this country would be at the present 
moment in a most chaotic and hazard- 
ous condition, or an entirely different 
method of furnishing the indemnity and 
protection which is the subject matter 
of all insurance would have evolved. In 
fact, I believe it can be said without 
much doubt that improper or inequitable 
practices and the ruinous effects of com- 
petition without proper regulation would 
have long ago destroyed the insurance 
business as a private industry. 


Uniformity Is Desirable 


Of course, it goes without saying that 
uniformity in laws is desirable in all 
cases, particularly uniformity in laws 
which relate to a business which is tran- 
sacted not only in one state, but in ail 
the states of the Union. The depart- 
ments and their supervising heads should 
continue to do constructive work in 
their several sessions of the convention 
in order to bring about further uni- 
formity. Every state should realize its 
inter-dependence and forget its inde- 
pendence. Commissioners should be 
candid and frank with each other and 
above all, in no case should a mistaken 
sense of loyalty to the home company 
be a reason for any lack of candidness 
or frankness in the dealings of one com- 
missioner with another. Home companies 
should never be permitted to engage in 
unlawful or hazardous enterprises or in- 
equitable practices. Whenever an ex- 
amination of a domestic company dis- 
closes such enterprises or practices it is 





the duty of the commissioner of the 








home state to require the company tg 
desist therefrom, to remedy if possible 
any injurious results which may have 
hitherto happened in order to protect its 
policyholders wherever they may be and 
to protect the company against itselj, 


Honest Supervision Essential 


Frequent and careful examination of 
the affairs of the insurance companies 
should be made, not only for the be nefit 
of the protection which such examina- 
tions afford the general insuring public, 
but also for the protection of the com- 
panies themselves. The examination of 
companies should be so carefully made 
as to disclose without possibility of mis- 
take a true and exact condition of the 
affairs of the insurance company, and 
the cooperation of the departments and 
the companies together is required to 
bring about such a result. Nothing can 
be a greater asset to an insurance com- 
pany, that is sound and carrying on its 
business in a proper manner, than to 
have that fact disclosed to the public 
through reports of examination, and if 
a company is unsound nothing can be of 
greater value to the public than to have 
that published. Supervision which does 
not present to the public the true con- 
dition of an insurance company, is purely 
perfunctory, is of no value, and is ex- 
tremely harmful. 


Should Not Be Political Office 


You ask how can the public cooper- 
ate in the supervision of the insurancce 
companies. My answer is that the pub- 
lic, first of all, can insist that proper 
supervising officials are appointed or 
elected. While the office of insurance 
commissioner or superintendent in no 
event should be considered a _ political 
office, yet such is too often, I fear, the 
case. This is undoubtedly due in some 
degree to the method by which the of- 
fice is filled. In some states it is filled 
by appointment; in some by state-wide 
election; in others by legislative elec- 
tion. The business of insurance, how- 
ever, is too great, too closely connected 
with the public interest, and of too vital 
a consequence to the great mass of peo- 
ple to be in any way jeopardized by in- 
competent or improper supervision so 
liable to be the consequence of making 
the commissioner’s office a_ political 
football. The public should recognize 
the fact that insurance is closely inter- 
woven with their everyday lives, that it 
underlies the social and economic fabric 
of which they are a part and is one of 
the foundation stones of our civilization. 
Once that recognition is forced into the 
minds of the public, then and not until 
then, will it recognize that its best in- 
terests demand that the office be kept 
out of politics. 


Scientific Knowledge Secondary 


In my opinion scientific knowledge 
of insurance at the outset is of secondary 
importance. Particularly is this so olf 
the great departments which have been 
existing for many years, which have 
built up an organization of experts 
where the positions have been protected 
by tenure of office acts. There is a vital 
need of stability in the tenure of office 
of the commissioners and _ superinten- 
dents of insurance. It has been my 
privilege to serve as commissioner 0! 
Massachusetts for the short space ol 
three and one-half years and yet in that 
time I have seen a great change in the 
personnel of the commissioners of this 
country. This perpetual rotation in of- 
fice is not conducive to stability in su- 
pervision. 


J. M. Ross and J. C. Hardin 


J. M. Ross of Dunlop & Meyers, gen- 
eral agents at Richmond, Va., of the 
Aetna Life, has been named as general 
agents for Virginia by the Bankers Life 
of Iowa succeeding Thomas E. Sebrell 
& Son, who left the Bankers Life some 
months ago to join the Dunlop & 
Myers agency. ’ 

“James C. Hardin of the Orville 
Thorp general agency of the Kansas 
City Life at Dallas, Tex., has Deen 
appointed general agent of the company 
in Virginia. 
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ALDER REVIEWS WORK 
OF THE PRESENT YEAR 


President of the National Life 
Underwriters’ Association Sees 
a Slowing Down 


HARD DRIVING IS RESULT 


Declares That More Normal Business 
Production Will Be the Order 
of the Day 


George D. Alder of Salt Lake City, 
president of the National Life Under- 
writers Association, spoke before the 
Life Presidents Association at the an- 
nual meeting of the latter body. In his 
talk he said agencies for the most part 
are ninding it difficult to maintain their 
quotas because of the extravagance of 
the people in buying luxuries. Mr. Al- 
der said: 

“It is a great privilege indeed for a 
layman, perhaps because of the office 
he holds, to be asked to appear on the 
rostrum in the presence of such distin- 
guished personages as are here today— 
men who guide the destinies of the 
greatest financial as well as the most 
helpful organizations in all the world, 
great because the financial fabric of al- 
most every enterprise is dependent upon 
its funds for advancement, and helpful 
because in its ramifications life insur- 
ance reaches into the most humble 
homes and where needed lifts from des- 
titution and squalor the inhabitants, and 
in its larger aspects preserves the for- 
tunes of the better classes dnd makes 
certain a continuation of the plans of 
the rich. 


Life Insurance Is Nation's Bulwark 


“It is the bulwark of the nation, for 
without its funds the factory whistle 
might be still and the huge engines and 
rolling stock of transcontinental railroad 
lines be quiescent in the railroad yards, 
ocean traffic would be almost at a 
standstill and wire communication be- 
tween the cities and states of the nation 
would probably not be possible. But all 
this does not mean that life insurance 
tunds represent a hydra-headed monster 
that tolerates the existence of the fore- 
going great institutions during its pleas- 
ure, prepared to crush and lay waste the 
country at will. It means the savings 
and thrift energy of all the people who 
contribute to its funds and repose con- 
fidence in the great men at the head of 
life institutions to dispense them to the 
advantage of the contributors. 


People Contributed Generally 


“Not in the history of finance have 
people of all classes contributed so gen- 
erally and spontaneously to a common 
tund in their own interests. It is the 
more strange when it is considered that 
life insurance policies, particularly in 
early years, are not a tangible asset, for 
tunds accumulated under them are for 
future distribution and most men need 
all of the dollars possible for present 
living. At this point we introduce the 
Patient, hard-working, unselfish life in- 
surance agent who, in season and out, 
plans and schemes for the alleviation of 
Suffering and distress, works for the in- 
terests of the business man and tries to 
make a living for himself. 

Life Agent Has Varied Experiences 


“After aH, his work is what changes 
the figures in the annual statement of 
the companies and makes it possible for 
them to continue on with the great work 
of amelioration of pathetic conditions in 
the home and enables them to make glad 
~ advancing years of those who live 

g. 


“The life agent, in a given period per- 
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JAMES W. STEVENS, Founder 


The Ideal 
Agency Officer 


HE ideal agency officer is one whe knows his 
j company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. | 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, a 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
im an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent’s 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 





From address of R. W. Stevens, President 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 
November, 1025 
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haps, has more varied experiences than 
persons in any other walk, and often 
when the snow beats in his face and his 
frame shakes with the biting cold, you 
will find him upon the highways getting 
to a town where he has planned work 
for the morrow the result of which is 
to fill his quota or fulfill the orders of 
his superior, but he is a happy sort and 
jubilates when patted on the back be- 
cause of some achievement and deserves 
every consideration and encouragement, 
for through him companies grow, men 
and women are taught the habit of 
thrift, and are able to enjoy the present 
and have provided for the future through 
life insurance. 


Need for Cooperation Seen 


“The average insurance agent if called 
upon to function in a home office capac- 
ity would be absolutely at sea because 
of his training, so also would be the 
company officer in the field. Much con- 
sideration should be cultivated between 
home office and the field, for by means 
of it a more perfect machine, in all its 
ramifications, will be the result. As time 


goes on a unity of common interest will 
develop and the home office and field 
will be marching in step, unbearable and 
requirements 


obnoxious will entirely 





GEORGE D. ALDER 


President National Life Underwriters 
Association 


cease, there will be no place for the 
renegade in the business, all cross pur- 
poses will be eliminated and life insur- 
ance in its every phase will function as 
it has always been intended—for the 
well being of mankind. 


Business of Present Year 


“May I not call your attention to the 
business of the present year long enough 
to say that notwithstanding the rosy 
hue that seemed apparent when the 
morning of 1926 appeared on the hori- 
zon there has been necessary a resort to 
forced conditions to maintain the mo- 
mentum attained the previous year and 
the evening of 1926 fails to inspire in 
financial circles, the optimism with 
which the year started, notwithstanding 
the fact that money seems reasonably 
easy, wage scales are being maintained, 
the iiealth of the people is generally 
good, and bounteous crops have been 
harvested, for somewhere in the scheme 
of things there is a rift and none find 
it sooner than the life man in the field. 
Seemingly, large agencies are fulfilling 
quotas, but obviously under great stress 
and hard driving, and quarterly pre- 
miums are replacing annual ones and 
the business, when sifted, has not the 
quality. 

Serious Thoughts Cast to Winds 

“What the reason can be simply de- 


fined—the happy-go-lucky spirit of the 
American people has thrown serious 


thoughts of the morrow to the winds. 
It has stimulated an overloading of sala- 
ries, with payments and expenses, which 
two or three years will hardly clear, 
even if the breadwinner maintains his 


MANY,NEW COMPANIES 
HAVE;COME INTO BEING 


Growth in Number Has Been 
Phenomenal in Quarter 
Century 





ABUNDANT ROOM FOR ALL 





Small, Local Institutions Play Great 
Part in Life Insurance Develop- 
ment Throughout Country 





By JULIAN PRICE 
President Jefferson Standard Life 


{Extracts from an address given 
at the annual meeting of the Asso- 
ciation of Life Insurance Presidents 
in New York City last week,] 


One of the most interesting develop- 
ments of this century in the history ot 
life insurance is the remarkable increase 
in the number of companies incorporated 
in the United States, and the wide dis- 
tribution of home offices of life insur- 
ance companies among the States. The 
volume of life insurance increased 737 
per cent during the 25 years ending with 
1925. Census figures for the 20 years 
ending with 1919 indicate that the voi- 
ume of manufacturing in the United 
States, measured by the value of fin- 
ished products, increased 447 per cent. 
But the number of manufacturing es- 
tablishments increased only 40 per cent 
during the 20 years, while the number 
of life insurance companies in the 25 
years increased 364 per cent, that is, 
from 77 to 357. In 25 years, ending 
June 30, 1925, the number of banks in- 
creased 178 per cent. Life insurance, 
therefore, measured by the number of 
companies, seems to have established an 
outstanding record for vigorous growth 
during the century. At the beginning 
of this century, I doubt if the most 
optimistic life insurance executive would 
have hazarded a prophecy of this tre- 
mendous growth of new companies. I 
am confident that not even the most vis- 
ionary of the organizers of these new 
life insurance companies dreamed of this 
astonishingly rapid growth. 
Nation-wide Development 
but two states now have life in- 


while at the be- 
only 24 states 


All 
surance home offices, 
ginning of the century 
claimed this distinction. The west and 
south show the greatest growth. At the 
close of 1900, 37 companies, 48 per cent 
of the then total, were located in the 
New England and middle Atlantic 
states, yet, at the close of 1925, the 57 
companies located in these eastern 
states represented only 16 per cent of 
the total number of companies. Evi- 
dence of the vigor of these newer com- 
panies is striking. There are still in 
business 49 companies of the 1900 group. 
During 1900, they wrote 93.4 per cent of 
all new legal reserve life insurare writ- 
ten by United States companies, but 
only 77.4 per cent in 1925. These com- 
panies organized since 1900 wrote dur- 
ing 1925 22.6 per cent of the total new 








health. In this extremity savings ac- 
counts are depleted and life insurance 
policies abandoned or reduced to 
cheaper forms and resort had to notes 
for premiums that mostly result in not 
taken and lapse of policies. The solu- 
tion appears to be a slowing up of the 
demand by the companies for extensive 
quotas which materially reduce the 
quality of the business, and substitute 
the securement of amounts that will 
adequately represent a normal increase, 
thereby maintaining the standard that 
has made life insurance the wonder of 
the age and life companies almost in- 
vincible.” 





insurance, which is nearly three and one- 
half times the percentage transacted in 
1900 by other than the 49 companies 
just mentioned. 

The contrast with the previous cen- 
tury’s growth is striking. At the close 
of 1925, these new companies had insur- 
ance in force of $12,186,000,000, which 
was 42 per cent greater than the total 
amount carried by all legal reserve com- 
panies at the beginning of the century, 
after 55 years of activity. The assets 
at the end of 1925, $1,346,000,000, of 
these same new companies were 77 per 
cent of the total accumulation of all 
companies at the close of 1900. 


Striking Changes Shown 


Equally striking are the results of our 
study of this development in the various 
states. Illinois, which had only four 
companies in 1900, now takes the lead 
with 33 companies. Missouri follows 
with 20 companies in 1925 against one 
in 1900. Texas is now third with 18 
companies as contrasted with one in 
1900. The east presents quite a differ- 
ent picture. New York companies in- 
creased from only 13 to 17 during this 
period while the ratio of total insurance 
carried by New York companies de- 
creased from 56.5 per cent to 36.1 per 
cent and the ratio of the assets of New 
York companies to the total declined 
from 59.8 per cent in 1900 to 40.9 per 
cent in 1925. The number of companies 
increased from seven to 11 in Massachu- 
setts. The ratio of their assets to the 
total assets of life insurance companies 
increased from 5.9 per cent to 8.2 per 
cent, while their ratio of insurance to 
the total insurance in force increased 
from 7.2 per cent to 7.3 per cent. Con- 
necticut had only five companies in 1925 
against six in 1900. In 1900 these Con- 
necticut companies held 9.5 per cent of 
the total assets and carried 7.3 per cent 
of the insurance. In 1925 they had 7.2 
per cent of the assets while their ratio 
of the total insurance in force had in- 
creased to 10.7 per cent. New Jersey 
gained one company during the period, 
having four companies in 1925. The 
New Jersey companies held 6.6 per cent 
of the assets in 1900 and now hold 15.6 
per cent; they carried 15.9 per cent in 
1925 of the total insurance as against 
10.3 per cent in 1900. In 22 states, and 
the District of Columbia, without a life 
insurance home office in 1900, there are 
now located the home offices of 104 
companies. 

The following table shows the num- 
ber of home offices in the several states 
at the close of the years 1900 and 1925: 


Distribution of Companies 


me Offices ome Offices 

State *71'900 1925 State 1900 1925 
BE, cevenes eh «asnene 16 
Ariz ° wcws’ 0 1 
ae 0 S Bh eceuais 0 1 
tected & me 3 sepeveree 3 4 
Se 0 5 N. M. 0 0 
Cy sawee 6 5 N. Y. 13 17 
i peewee 2 ee os ou ae 0 16 
D. of C 0 7 Mh ah -eeee 0 1 
i> sassv0* 0 Se See: scaend 3 13 
i «dads s-< 0 © Gs. s<60% 0 3 
i seveeee 0 Sh. tone ve 0 1 
eo { i enenesis 5 16 
a { 13 : i eedees 1 1 
erent 10 a ae &eeees 0 g 
i. os ees 1 13 S. D. 0 2 
i shenene 2 © Tee. ccses 0 10 
La. 0 aor 1 18 
i. piaaue« 1 S See .cecees 0 2 
ee 4 BS Ws encscces 1 1 
eer 7 oe ee 2 10 
Mich. . 1 7 Wash. 0 3 
Minn 0 7 W. Va. 1 2 
> ates 0 [eh secons 1 6 
| ee eee 1 Be WP. <ccac 0 1 
BOM, cccce 0 2 — — 
Total 77 357 


History of Mergers and Reinsurances 


During the first 25 years of this cen- 
tury, 227 United States companies in- 
cluded in the totals in the foregoing 
table, have gone out of business or have 
lost their identity through merger or 
reinsurance with other companies. Many 
of these companies had scarcely pro- 
gressed beyond the promotion stage and 
had only a relatively small volume of 
insurance. It is a fact significant of 
the spirit of this business that, with but 
few exceptions, the mergers or reinsur- 
ances have been with or by companies 
of the younger group, usually located 
in proximity to the retiring company. 
In four exceptional cases, the reinsur- 








ance by one of the giant companies was 
not of its own seeking, but was for the 
sole purpose of protecting the welfare 
of the policyholders concerned. Of the 


77 companies doing business in 1900, 
only 49 were still in business in 1925 
It is natural that there should be 


mergers of life insurance companies, but 
they should be sanctioned only when 
justified by economically sound reasons. 
Life insurance mergers, ‘unlike the merg- 
ing of commercial corporations, must 
not be considered from the standpoint 
of stockholders alone. Having induced 
a policyholder to select it as the me- 
dium for furnishing a service so bound 
up with the most sacred and intimate 
ties in life, the management of a com- 
pany should not lightly consider a 
change of that affiliation in which the 
policyholder may have no voice. 


Must Benefit Policyholders 


It is theoretically true, and it has been 
demonstrated by the experience of many 
excellent companies, that gigantic size 
is not a prerequisite for safe, conserva- 
tive and economical life insurance man- 
agement, and the furnishing of benefits 
to policyholders at a reasonable cost. 
Only the failure of a company’s manage- 
ment to realize these ideals should sug- 











JULIAN PRICE 
President Jefferson Standard Life 


gest the expediency of merger, and even 
then the merger should give dependable 
assurance of better results than are pos- 
sible by separate management. Building 
up a new life insurance company re- 
quires energy, ability, patience and self- 
sacrifice. In the light of the mammoth 
life insurance figures of today, company 
managers must often wait some years 
for results that even begin to satisfy a 
perfectly natural pride. The rules for 
safe conduct of a life insurance com- 
pany, young or old, are well known. Its 
course may be charted with reasonable 
certainty. : 

There are equally well known limi- 
tations upon the rapidity with which 
any company may attain growth. It 
often takes a strong character to resist 
the temptation to grow too rapidly by 
devious or ill-advised methods. Some 
tire of the task, others find themselves 
unsuited to it. In such cases mergers 
are natural. There are yet other cir- 
cumstances in which mergers are often 
advisable. But they should never be 
forced by unnatural conditions, created 
by those whose sole object is to profit 
personally by the merger of two or more 
successful corporations. The final test 
of the propriety of any merger should 
be in an affirmative answer to the ques- 
tion: Does it enhance the company’s 
ability to meet its obligations (using the 
word in its broadest sense) to its er 
holders and their beneficiaries? To the 
policyholder the business owes its first 
allegiance. Conscientious management 
will see that the interests of the policy- 
holder always receive first consideration. 

The distinction between old and young 








(CONTINUED ON NEXT PAGE) 
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UNION CENTRAL LIFE 
STOCK VALUE IS FIXED 





FOUR YEARS OF LITIGATION 





Issue Arose Over the Shares That Were 
Held by the Late Jesse R. 
Clark 





Four years of litigation in the courts 
was believed to have been ended by an 
opinion handed down by Judge Robert 
A. LeBlond in common pleas court at 
Cincinnati in the case of the estate left 
by Jesse R. Clark, former president of 
the Union Central Life. 

At Mr. Clark’s death, Sept. 25, 1921, 
auditors fixed the value of each of the 
8,567 shares of capital stock of the com- 
pany left by him at $25. Attorneys 
Ramsey, Schendel and Henshaw, repre- 
senting the decedent’s heirs, asserted 
that the stock had been overvalued and 
that its proper value was only $20 a 
share. Hence, the alleged inheritance 
tax would be excessive. 

The case was taken to Judge Lueders 
in probate court, who held that the 
stock was worth $40 a share. Later it 
was appealed to common pleas court, 
where it was found that its value was 
$30 a share. 

In a final decision, Judge LeBlond 
held that the value of the stock was $40 
a share. 


RHAWN GETS BUFFALO PLACE 





He Succeeds H. J. Emerson as the 
Manager of the Mutual Life 
of New York 





The Mutual Life of New York an- 
nounces that H. J. Emerson is retiring 
as manager of the company’s Buffalo 
office and will be succeeded by George 
W. Rhawn who will assume his new 
duties on the first of the year. Mr. 
Emerson has been looking forward for 
some time to the day when he might 
retire and devote his time to traveling 
in Philadelphia entering the life insur- 
ance business in 1907. He has been 
connected with the Mutual Life since 
1913 and has been unusually and nota- 
bly successful. He has qualified for 
the $250,000 Field Club every year since 
it was founded. He will continue to 
use the company’s present offices at 
Ruffalo as headquarters for the agency 
which has jurisdiction over eight New 
York counties. 

(CONT'D FROM PRECEDING PAGE) 
companies should not be considered an 
invidious one. Each group has found 
its place and performed its task. The 
old companies have blazed the way for 
the wonderful development which we 
are witnessing in this great business. 
While they did not at the outset have to 
contend with the rigorous restrictions 
and safeguards now wisely thrown 
around the business, they have had to 
accomplish equally difficult tasks. They 
built the foundation of education in life 
insurance principles when people were 
ignorant of its security and beneficence. 
Upon this pioneering work is founded 
the present universal confidence in life 
insurance. On the other hand, may we 
not inquire if these younger companies 
have not made a genuine contribution to 
the remarkable growth of the business 
during this century? Their success in 
their respective communities has brought 
closely home to people of those sec- 
tions the soundness of the scientific basis 
upon which rests the structure of life 
insurance. The pride of these commu- 
nities in the upbuilding of their own 
institutions has also increased their en- 
thusiasm for life insurance. 





GREAT WEST LIFE MEN 
TO MEET IN CHICAGO 


PLAN MANAGERS’ CONFERENCE 


Canadian Company Will Hold Agency 
Convention in This Country 
in January 


importance of the Canadian-American 
inter-relationship insurancewise is seen 
in the announcement this week by the 
Great West Life of Winnipeg, that it 
will hold its annual agency managers’ 
conference for 1927 in Chicago. All 
agency managers and inspectors of the 
company throughout Canada and the 
states in which it operates in this coun- 
try will meet for a three-day session 
Jan. 6-8 at the Edgewater Beach Hotel 
in Chicago. This is a recognition of the 
growing importance of the United States 
business and of the inter-relationship of 
the two branches in this country and in 
Canada. 


Discuss Managerial Problems 


The agency managers will meet to dis- 
cuss features of agency management de- 
signed to result in improved admin- 
istration and better business for the 
coming year. Subjects relating to the 
obtaining of new men, training of agents 
and efficient field practice generally, will 
be taken up and ways and means of im- 
provement, wherever possible, in the 
organization and internal management 
of branch offices will be thoroughly dis- 
cussed. The head office of the company 
at Winnipeg will be represented by M. 
H. Bingeman, assistant secretary, and C. 
C. Ferguson, general manager, who will 
outline the company’s field policy for 
1927. During the absence of these 
managers from their individual offices, 
the home office of the company will di- 
rect a field campaign in honor of the 
agency managers, thus maintaining pro- 
duction figures for the month. 


Many WII Be Present 


The company managers who will at- 
tend this conference are: Superintend- 
ents Butler, Montreal; Hayden, Winni- 
peg; Assistant Superintendent McLeod, 
Winnipeg; Managers Taylor, Toronto; 
J. O. Hyndman, Charlottetown, P. E. I.; 
Merritt, St. Johns, N. B.; Hewat, Hali- 
fax, N. S.; Coleman, Detroit; Milner, 
Chicago; M. N. Hatcher, Fargo; Mc- 
Queen, Calgary, Alta; Wilson, Victoria, 
B. C.; Johnson, Vancouver, B. C.; As- 
sistant Managers DesRosiers, Montreal; 
Mullen, Toronto; Supervisor Hubbell, 
Toronto; Inspectors Charlton, Montreal; 
Daoust, Quebec; Lemay, Sherbrooke, 
P. Q.; Howell, Hamilton; Higgins, Lon- 
don; Robinson, Ottawa; McIntyre, 
Windsor; Ryan, Detroit; Duff, Flint, 
Mich.; Overend, Grand Rapids; Thomp- 
son, Lansing; Cathcart, Duluth; Schae- 
fer, Faribault; Westhaver, St. Cloud; 
Latendresse, St. Paul; Stevens, Chicago; 
Bennyhoff, St. Louis; Wright, Brandon, 
Man.; Kennedy, Ft. William; Wright, 
Regina; Crawley, Saskatoon; Ballard, 
Calgary; White, Edmonton; J. S. 
Hatcher, Grand Forks. 


Had Good Month 


The Atlantic Life reports that last 
month was the best November in paid 
agency business in the history of the 
company. December, 1925, stands as 
the best month in its history. Every ef- 
fort is being exerted to surpass that rec- 
ord this month. 


Union Central’s Record 


The Union Central Life shows paid 
for business for 11 months, $169,869,- 
585. Last year the 11 months record 
was $167,661,394. In November its 
paid for business was $13,381,751 as 
compared with $13,313,953 in November 
of last year. 








Another demonstration of the growing | 
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JUSTICE 


Justice has been defined as “the 


renderin 


to everyone his due.” To 


him who has erred, the blind goddess 
assumes portentous shape—while to 
him who has been injured, she holds 
forth the comforting assurance of 
fair-play. Fear, therefore, strikes 
only into the heart of him who real- 
izes that he deserves censure or 
punishment by reason of misconduct. 


But there is justice of yet another 
kind than that described. There re- 
mains the justice that spells integrity, 
rectitude, fairness, just dealing, up- 


rightness. 


It is the fruit of attri- 


butes buried deep in the invisible re- 
cesses of the heart and mind. 


Even as justice in the individual 
engenders respect, loyalty, and love 
in those who know him—so also does 
it kindle the fires of confidence and 
devotion among the members of an 
institution founded upon a firm be- 


lief in its 


erpetuity and strength. 


The law of compensation is but the 
working of justice; the reward which 
inevitably flows to him who has 
done his work well is a simple proof 
of the wisdom of right conduct. 
And right conduct in an institution 
means infallibly that its guiding 
principle is justice toward those who 
come within its sphere of activity. 


AMERICAN 
CENTRAL 


LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 
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STUDY OF INSURANCE those of Australia and New Zealand in- 


cluding government insurance, amounted 


IN VARIOUS NATIONS to $1,800,000,000, 2 percent of the whole. 


Combining the companies of these Eng- 


































lish-speaking nations, there is found 


COMPARISON IS INTERESTING over $78,000,000,000 of life insurance pro- 


ARE ’ O | THE MAN 9? —_—— tection which was more than five-sixths 
* Results of Research Into Status of Busi- of all life insurance in force in the world 


Amounts in Other Countries 
ness Throughout the World : . 
" Japanese companies had on their 
Are Given books an equivalent of $2,400,000,000, 


Those of the Netherlands had $961,000, 
000 and of Sweden over $860,000,000 


General Agency appointments will be 


° : : BY FRED A. HOWLAND The French and German companies each 

made soon in Chicago and Detroit. S| wenstdent Mattenst Séte of Vermont lind ener Sengenaee Gan deen 
; [The following paragraphs were Switzerland, Denmark and Norway each 

h ‘i “ - taken from an address given at the had nearly $400,000,000. Italian com- 

annual meeting of the Association panies, including the government insur- 

One or two ot er important points in L of Life Insurance Presidents in New ance, carried $237,000 000. It is . 


Illinois and Michigan will be considered | ¢$| *°* “YY '**t “ec! 


So far as I am aware, little attempt 
later. has heretofore been made to compare 
the status of life insurance in the United 
States and Canada with its status in 
RUPERT F. FRY, President other parts of the world. Unfortunately, 
the data for such a comparison are dif- 
ficult to obtain because in most coun- 


THE OLD LINE LIFE tries governmental supervision has not 
gone to the length of preserving the in- 

formation which is so commonplace 

INSURANCE COMPANY OF AMERICA with us. Statistical data has been un- 
available in some countries, meager in 
MILWAUKEE WISCONSIN others and not on a basis for purposes 
of comparison in still others. The ab- 
normal disturbances in the economic 
fabric of the world and the attendant 
wide fluctuations in the currency of 
many countries resulting from the war 
have added to the problem. However, 
the officers of this association, with the 
splendid cooperation of the Department 


of Commerce, have brought together 
and digested such material as could be 


FIRM AS THE secured in the time at command, hav- 
ing secured much statistical information 


RUGGED COAST or MAINE Ucations, and being porticalarly favored 




















with special reports from representatives FRED A. HOWLAND 
of our government in foreign countries President National Lis Vv ‘ 
Enduring --- Substantial --- Dependable, who supplied the major part of the data ee a a 
th N Encl , d : relied upon. esting also to note that there was out- 
wit ew England conservatism, and too, Information Is Meager standing in Polish companies nearly 
“se . : ” = a. $12,000,000 worth of life insurance, 
easy to do business with, whether as The very meagerness of the informa-]| whereas in Russia, of which Poland pre- 
: tion which could be secured is significant | viguch- wac a na, é 
Agent or Applicant. espe ee et nt} viously was a part, there now appears 
8 Pp of the low estate of life insurance in] t, pe no life insurance, the soviet gov- 


most parts of the world. [wo days | ernment, when coming into power, hav- 
spent by the association s statistician | ing taken over the assets of all the life 
UNION MUTUAL LIFE in the offices of the Pan-American Union| companies and put an end to the busi- 
at W ashington failed to elicit any ma-| ness. The republic of China, with its 
INSURANCE COMPANY terial information regarding life insur- huge population of 400,000,000, is ap- 
ance im South America; and the same parently without companies having any 
PORTLAND MAINE time in the Congressional library gave | material volume of life insurance. 
no results. Even recourse to the offices f 
of the Sun Life of Canada, which writes Figures on Per Capita Basis 7 
policies in four different languages, pays It should be understood that the fig- 
claims in 23 different currencies, and | ures hereinbefore used have represented 
with the courage of a knight errant| the total outstanding business of the 
braves the sales resistance of 30 foreign | Companies incorporated in each indi- 
ee ee ee ee ee ee ee ee countries, failed to elicit information vidual country, including both the dom- 
" adequate to determine with any degree | estic and the foreign life insurance writ- 


of accuracy the amount of life insurance | ten by such companies. For some coun- 
tries we have been able to obtain data 














in force the world over on any given 


Assembling all our data, we are able | of Chile $11,000,000 and of Peru abou: 
to estimate with confidence that at the | $8,000,000, making a total for the com- 
close of 1924 there was life insurance | panies of these four countries of ove 
outstanding in the entire world approxi- | $550,000,000. 


] date. However, the data finally accumu- | written on the lives of that country’s 

t ayi-——— lated furnish for the first time, it is | citizens by both domestic and foreign 
| believed, a fairly safe impression of the | companies. From these data it appears 

status of the business in the United| that the per capita insurance, at the 

| States and Canada as compared with | end of 1924, carried by citizens of the 

to- be a regular subscriber to The National Under- the rest of the world. The prepared ta-| United States approximated $556; of 
writer. ble shows, particularly for 1924, the | Canada, $428; of New Zealand, $286; of 
amounts of life insurance in force in| the United Kingdom, $212; of Australia, 

No man can do his best unless he is thoroughly dollars at the current rate of exchange | $207; of Sweden, $141; of Denmark, 
equipped—and The National Und it 78 or at the purchasing power of the coun- | $116; of Switzerland, $109; of the U nion 
quipp : ne o nderwriter equip try’s currency as estimated by the com- | of South Africa, $79, and of the Nether- 
every man with insurance knowledge that he can- mission of gold and silver inquiry of | lands, $70. The achievements of South 
not afford to be without. the United States Senate. 7 American companies also have been 
Setients of Gates commendable. ; Those of Brazil carried 

$427,000,000, of Argentina $107,000,000, 


the regular editions company statistics of numerous 
kinds. A careful, thoughtful perusal of them will 
give to the reader a more comprehensive idea of 
mating $90,000,000,000. Of this amount, Contrasting in another form American 
$63,800,000,000, over two-thirds, was held | life insurance with that of the rest of 
by United States companies and $3,300,- | the world, it appears that the life in- 
000,000, over one-thirtieth, by Canadian | surance in force in the United States 
companies. The companies of these two | and Canada is approximately three times 
American countries together held life | as much as in all the other countries of 


what the various companies are doing. What your 
insurance amounting to more than $67,- | the globe combined and that the volume 


companies and the others are doing is of utmost 
importance to you. 


You cannot afford to be without 


000,000,000 or almost three-fourths of | of new life insurance now being written 
the entire life insurance of the world.| in a two-year period in the United 
Companies of the United Kingdom had | States and Canada will exceed the 
policies aggregating $9,500,000,000, over | amount in force in the rest of the world 
put together. 
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TO ELEVATE STANDARDS 
OF INSURANCE AGENTS 


PLANS OF THE ASSOCIATION 





National Life Underwriters Organiza- 


tion Is Completing Arrangements 
for College of Underwriting 





President George D. Alder of the Na- 
tional Association of Life Underwriters 
called a meeting of the trustees in New 
York last week. Mr. Alder went on to 
attend the meeting of the Association 
of Life Insurance Presidents. There 
were present Hugh D. Hart of New 
York, Charles A. Foehl of New York 
and Franklin W. Ganse of Boston. 
Most of the time was taken up in dis- 
cussing plans for forwarding the Ameri- 
can School of Life Underwriting, which 
the association will incorporate in order 
that certificates may be granted to those 
members of the association who can 
qualify. President Alder explained that 
the association desires to elevate the 
standard of life insurance salesmen and 
to give them a professional standing in 
the community. It will be necessary 
for a man to have been a member of an 
association for three years before he 
can apply for a certificate in the college. 
Then he will have to undergo an exam- 
ination through an elaborate question- 
naire that will be given him. 


Are Completing Pians 


President Alder declares that certi- 
fied accountants, for example, have a 
standing because they have been offi- 
cially recognized and have qualified for 
it. Furthermore, a man in order to get 
a certificate must be a whole time insur- 
ance man. President Alder expects the 
plans to be formulated by the mid-win- 
ter meeting of the executive committee, 
which will be held in Chicago. 


Will Secure a Manager 


The plans for strengthening the asso- 
ciation by securing a general manager 
are under way and different people have 
been suggested for the position. The 
National Association feels the time has 
come when it must have an outstanding 
man to look after its wutside develop- 
ment. The time of Secretary Everett M. 
Ensign is taken in editing the “Life 
Association News” and looking after the 
inside running of the organization. 

President Alder estimates there are 
220,000 people licensed in the country to 
sell life insurance. There are about 
19,000 members in the association. He 
feels that out of this large number of 
salesmen there should be a group offi- 
cially recognized for their standing, pro- 
fessional knowledge and character. 


December “Phillips Month” 


T. A. Phillips, vice-president of the 
Minnesota Mutual Life, who has un- 
dergone a second serious operation, is 
expected back in the office about Jan. 
1. December has been “Randall Month” 
in this company for so long that it was 
a general consensus of opinion that it 
would never be disturbed, but E. W. 
Randall, president, has designated De- 
cember as “Phillips Month” to welcome 
Mr. Phillips back to the office. 


New Company for Denver 


A new life, health and accident com- 
pany, with home office in Denver, will 
shortly be organized. A considerable 
portion of the money will be put up by 
officers of the Continental Mutual of 
Denver. Additional capital will be sold 
to other residents of Colorado. 

S. Lester Guinn is president of the 
Continental Mutual; H. C. Kephart, 
vice-president; Lewis R. Nance, secre- 
tary, and John W. Sherman, treasurer. 


_Miss Alma Ware, 
tive of the Amerfcan 
mont, Tex., who sustained a fall last 
June’ which injured her spine and con- 
fined her to her bed for five months, is 
now much improved and has returned to 
her work. 


special representa- 
National at Beau- 





PREPARE FOR ANNUAL 
THRIFT WEEK DRIVE 


MEETING HELD IN NEW YORK 





Stage Is Set for Intensive Life Insur- 
ance Campaign in Connection With 
the Event 





Representatives of the iife insurance 
division of the National Thrift Week 
movement as well as representatives of 
six other branches of industry were the 
luncheon guests in New York a few 
days ago of Adolph Lewissohn, who has 
been general chairman of the drive for 
the past ten years. As an outcome of 
this meeting, J. E. Kavanagh, vice- 
president Metropolitan Life, was elected 
vice-chairman of the tenth anniversary 
committee, to work in unison with B. H 


Fancher, vice-president Fifth Avenue 
Bank, New York, who is its chairman 
under Mr. Lewissohn. 


Cooperation Is Shown 


Mr. Lewissohn expressed himself as 
exceedingly gratified with the reports 
of the various divisions of industry 
which are cooperating to make thrift 
week, Jan. 17-23, a success. The activi- 
ties of the life underwriters came in for 
justifiable credit and when Mr. Kava- 
nagh, acting for President Haley Fiske 
of the Metropolitan Life, chairman of 
the life insurance division, was called 
upon for his report, he said that a large 
part of the credit for the work done so 
far should be given to Graham C. Wells, 
— Mutual general agent in New 

ork. 


Make Extensive Preparations 


Mr. Wells, as chairman of the joint 
thrift commission of the National Asso- 
ciation of Life Underwriters, has not 
only enlisted the help of about 50 com- 
panies but has 100 local life underwrit- 
ers’ associations actively lined up to co- 
operate with local Y. M. C. A.’s all over 
the country when thrift week begins. 
Excerpts from John Wanamaker’s views 
on life insurance and thrift, taken from 
Herbert Adams Gibbons’ life of the 
Philadelphia merchant, are being sent 
out to all parts of the. country, as well 
as a three-colored thrift poster, entitled 
“Live to Win,” which strikingly pre- 
sents the contrast between the man who 
lays up life insurance for a rainy day 
and the one who neglects to provide. 
Both men are shown at the top of the 
hill, the thrifty one, golf sticks in hand, 
is off for an afternoon of recreation, 
while the thoughtless one is headed for 
the poorhouse. 


Officials Are Present 


Others present at the luncheon from 
the life insurance field included Oliver 
Thurman, Mutual Benefit, representing 
President Hardin; K. A. Luther, Aetna 
Life, representing President Brainard; 
Dr. William B. Bailey, Travelers, acting 
for President Butler; W. F. Dix, Mutual 
Life, acting for President Peabody; C. 
F. Glueck, John Hancock Mutual Life, 
representing President Crocker; Edward 
Gray, the Prudential, representing Presi- 
dent Duffield; Dr. Harry Toulmin, Penn 
Mutual Life, acting for President Law, 
and J. A. Whitmore, Phoenix Mutual 
Life, representing President Welch. 


Weems Is Leader 


For eight months Sam R. Weems, 
general agent of the Minnesota Mutual 
Life at Dallas, Texas, has led the field 
force in paid business. He is the sec- 
ond leading general agent of the com- 
pany. The twelfth month of the year 
there will be quite a little competition 
going on, as to who will win first place 
for convention president. J. Herbert 
Snyder, general agent, Louisville, Ky.; 
F. W. Allen, executive special, St. Paul, 


Minn.; C. H. Simpson, manager, Fargo, 
N. D., and J. J. Westefeld, general 
agent, Louisville, Ky.; held second, 


third, fourth and fifth place, respectively. 



















































There s a Place for You— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 
Agencies. 





CALIFORNIA 
STATE LIFE 


J. Roy Kruse, President 
SACRAMENTO 





YOUR OPPORTUNITY 


DISTRICT MANAGERS—GENERAL AGENTS 
Splendid Inducements 










We've had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 






Home Office Co-operation—Up-to-date Policies. 





Operating in Iowa — Minnesota — So. Dakota — 
Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 











A Clean Record—Ability—and a willingness to work 
hard are the most essential Qualifications. 


Address U-6, c/o 
THE NATIONAL UNDERWRITER. 





















THE NATIONAL 





UNDERWRITER 





December 17, 1926 
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Benefactor of a Thousand Homes 


It is not hard to understand why 
Group insurance appeals to the high 
gtade salesman. He knows that a 
single contract extends protection 
to a hundred or a thousand homes. 


He knows that in many homes, 
Group is the only protection; that, 
but for his work, sudden misfortune 
would mean the break up of family 
life. 


He knows he has much to offer 
employer clients. Perhaps he 
doesn’t know the technical details of 
Group. But our Group experts help 


him there. Connecticut General 
Life Insurance Company, Hartford, 
Conn. 








GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down--not out. 











We haven’t spread much because we are 


rooted deep and lastingly in Illinois, 
diana, Kentucky, Missouri and Iowa. 


Steady, persistent growth means permanent 


life 


Men who wish to make a connection or 
undertake to underwrite life insurance can 
make an unusually good connection with us 
Write for information and territory 


now. 


desired. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 


202 South State Street 
Chicago, IIl. ° 


A. E. JOHNSON, AGENCY MANAGER 


In- 
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MANY ANNOUNCEMENTS 
OF DIVIDEND SCALES 


About Evenly Divided Betweer 
Increases and Continuation 
of the Old 





MAJORITY YET UNDECIDED 








|Summary of Present Status Shows 
Long List Which Has Not 
| Published Scale 


As the year end approaches more 
companies are making announcement of 
their 1927 dividend schedules and they 
continue to be about evenly divided be- 
tween increases and no change, though 
as yet the majority have not reached a 
definite decision as to the future scale. 
A summary of the present status of the 


| dividends of most companies is as fol- 





lows: 
Continue 1926 Seale 

| The Acacia Mutual will continue the 
| 1926 dividend schedule for the year of 
| 1927 for policies issued prior to April 
}1, 1926. Since that date policies have 
| been issued on the present rate basis 
j}and will receive dividends on the 5 yeai 
basis. 

| 

| 


Agricultural Life dividends will be 
announced about Jan. 20. 


No change will be made in the Bal- 


| timore Life schedule for 1927. The 
|present schedule has been used since 
| 1918, 
The Bankers Life of lowa does not 
| begin its new dividend year until April 
1, 1927, so that no forecast can be 
made at this time. 

The Bankers Life of Nebraska will 


not make a decision on 1927 dividends 
for a week or so. An increase was 
made in 1926 over the old scale which 
had been in force since 1918. 
The Berkshire during 1927 will use 
the dividend scale adopted in 1926. 
No change is being made by the 
Boston Mutual. This is the third year 
for the present schedule. 
Announced 





Increase Was 

Early in November the Canada Life 

increased dividends for 1927. An in- 

has. been made each year since 
1922. 


It is probable that the Central States | 


the scale 
no definite 


continue 
although 


of Missouri will 
adopted in 1923 
decision will be made until March. 

1927 will be the seventh year for 
the dividend schedule of the Columbia 
Life of Ohio. 

The Columbia 
decide about Feb. 1, 
for 1927. 

The subject of dividends will not be 
taken up by the Connecticut General 
for a month or so. 

Announcement will be made by the 
Connecticut Mutual about Jan. 1. 

Since the 1926-27 dividend scale of 
the Continental Life of Delaware runs 
to June 30, no forecast can be made 
at this time. 

The Detroit Life will pay the same 
dividends in 1927 as were paid under 
the 1926 scale with the addition of the 
present first year dividend accumulated 
at 4% per cent to be paid on issues of 
1920 to 1924 inclusive. Last year this 
adjustment was made on 1918 and 1919 


Life of Nebraska will 
as to the dividends 


policies. 

A nice increase has been made by 
the Equitable of New York; 1926 also 
saw an increase over the two years 
previous. 

The Equitable Life of Iowa _ will 
reach a decision about Jan. 15. 

Schedule Is Increased 


An increase of about 10 per cent is 


cago. This company began paying a 
first year dividend in 1924 and increased 
the schedule in 1925. 

The Guardian Life expects no change 
for 1927. Increases have been made 
each year from 1920 to 1926 inclusive. 
Some years the increase was as great 
as 20 per cent of the previous years 
dividends. 

No announcement has been made 
by the Home Life of New York. Last 
year there was a flat increase of $.75 
per $1,000 at risk throughout. It is ex- 


pected that this will be graded into 
the new scale and an additional in- 
crease may be made. 

It is stated that 1927 will be the 


fourth year for the present dividend 
scale of the Indianapolis Life. A 20 
per cent extra dividend has been added 
to this for the last two years and wiil 
be again this year. 

Preferred risk policies of the Jeffer- 
son Standard will remain the same but 
the 1927 dividends for other forms have 


not been decided. 

Some time ago the new increased 
schedule of the LaFayette Life was 
announced in these columns. 

An increase has been made by the 
Manufacturers of Toronto for 1927 the 


fourth consecutive increase. 

No decision can be made by the Mary 
land Life before March or April. 

1927 will probably be a continuation 
of the 1926 Massachusetts Mutual divi 
dend scale. The 1926 was a 25 per 
cent increase over the schedule which 
has been used from 1917 to that time 





| 
| 
| 


Not Yet Announced 


May 1 being the end of the present 
Metropolitan dividend year, no forecast 
can be made at this time. 

There has been a slow but steady 
upward trend to the Midland Mutual 
dividends. This has been partly due to 
reguiar increases and partly to equaliz 
ing extra dividends. The 1927 dividends 
will not be determined until after Jan- 


uary or February, July being the time 
the dividend year begins. 

It will be February before the Mis- 
souri State Life can announce what 
will be paid after April 1927. 

No forecast has been made at this 
time regarding 1927 dividends for the 


Mutual Benefit. 

The Mutual Life of 
not announced its 1927 
ule. 

Although the Mutual 
not begin until May, it 


New York has 


dividend sched- 


Trust year does 
is expected that 


1927 dividends will be decided upon 
about Jan. 15. 
The National Life of Vermont will 


continue the scale which has been in 
force the last two years, including the 
»”) per cent extra dividend. 


Will Seen Make Statement 


The New York Life will make a state- 


}ment in the near future regarding 1927 





announced by the Federal Life of Chi- 


dividends. 

Northwestern Mutual dividends will 
be on the same basis as those paid in 
1926. This company has made an in- 
crease every two years for some time. 

Dividends of the Northwestern Na- 
tional are usually adopted in March or 
April so that no statement can be made 
at this time. 

Increased dividends of the New Eng- 
land Mutual have been announced. 

The Ohio State Life will pay divi- 
dends in 1927 on the same scale that 
has been in use since 1914. 

No definite information is available as 
to dividends to be paid after May 1, 


1927, by the Penn Mutual. ; 
The Peoria Life will continue for 
1927 the scale which has been in use 


since adopted in 1924, 7 

The Philadelphia Life is at this time 
unable to say what the dividend after 
April 1, will be. 

Pilot Life dividends will be announced 
March of 1927 although they do not go 
into effect until May. 

The Protective Life dividend year 
runs from July 1 to June 30 so that it 
is impossible to tell swhat the results 
will be after that time in 1927. 

The 1927 dividends of the Provident 
Mutual are to be on the basis used in 

(CONTINUED ON NEXT PAGE) 
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INTEREST IN AGENCY 
EDUCATIONAL SERIES 


Managers in All Sections Are 
Viewing the Accomplishments 
in New York 


RESULTS ARE SUMMED UP 


McNamara Organization and Hart & 
Eubank Give Views as to Value 
of This Work 





NEW YORK, Dec.  16.—General 
agents throughout the country have been 
watching with the greatest interest the 
experiments being made here in educa- 
tional instruction and lecture courses by 
many of the larger local agencies. Be- 
jore beginning like experiments in their 
own communities, these general agents 
have been waiting to see what actual re- 
sults would come out of the efforts of 
the educational pioneers here. While 
the educational courses and lecture se- 
ries offered here by such representative 
organizations as the Hart & Eubank 
agency of the Aetna and the John C. 
McNamara agency of the Guardian Life 
have not been operating a long time in 
their present form, nevertheless it is 
not too early to check up in some fash- 
ion on the results accomplished to de- 
termine whether they more or less meas- 
ure up to expectations. 

Actual Results Seen 


The John C. McNamara Organization 
of the Guardian Life has conducted an 
educational course for many years, but 
it was not until January of this year that 
the series of weekly addresses was 


(CONT'D FROM PRECEDING PAGE) 
1926 which was a 20 per cent increase 
over 1925. 

Prudential term policies will receive 
slightly increased dividends at older 
ages. Otherwise there will be no 
change. 

A 50 per cent increase is being made 
by the Register Life of Iowa. This 
makes a very noticeable reduction in net 
cost. 

The Scranton Life expects an increase 
in dividends for 1927 although the exact 
amount is not known at present. 

No decision will be reached before 
March on Security Mutual (New York) 
dividends. 

An increase is announced by the Se- 
curity Mutual of Lincoln, Neb. 

From 1913 to 1926 inclusive the same 
dividend schedule was used by the State 
Life of Indiana; 1925 however will be 
an increase over that. 

The first year dividend of the State 
Mutual has been increased for 1927 
about 20 per cent. This increase be- 
comes smaller each year policy has been 
in force up to the 12th year where the 
scale continues the same as before. 

_The Sun Life of Canada is unable to 
give a forecast at this time what will 
happen after April 1. 

The Toledo Travelers will pay divi- 
dends in 1927 on the basis adopted in 
1926. 

No change has been made for 1927 
by the Union Central. The present 
scale was first adopted in 1924 for pay- 
ment m 1925, 

Dividends to be paid after June 1, 
1927, have not yet been determined by 
the West Coast. 

_ The same factors have been employed 
in the Wisconsin Life dividend schedule 
since 1911, 

An increase of 7 per cent is an- 

nounced by the John Hancock Mutual. 








thrown open to all interested in life 
insurance and prominent underwriters 
outside the agency organization began 
to be invited in as speakers. The pur- 
pose of the meetings was to give all 
agents an opportunity to come in closer 
contact with the leaders in their busi- 
ness. The meeting was to be a place for 
the exchange of ideas and information. 


Experiment Has Been Successful 


The experiment has more than ful- 
filled expectations, according to Grant 
L. Hill, who has been in charge of the 
McNamara courses. At the two after- 
noon meetings held regularly each week 
the average attendance has been about 
150. Not only have these meetings cre- 
ated a great fund of good-will, but they 
have actually produced business directly 
| from brokers, independent writers and 
agents of other organizations that write 
large surplus lines. It is the intention 
of the McNamara organization to con- 
tinue along the present lines that have 
proved so successful within so short a 
time. 


Four-fold Purpose 


The Hart & Eubank series of weekly 
life insurance talks has been in opera- 
tion a longer time. It was the first of 
these larger educational courses offered, 
having been started about the first of 
1925. In a recent interview Hart & 
Eubank stated that they had four ob- 
jects in mind in inaugurating the ex- 
periment. They desired, first, to give 
their agents and brokers an opportunity 
once a week to hear how outstanding life 
insurance men sell life insurance so that 
they might learn to sell more life in- 
surance themselves; second, to get brok- 
ers accustomed to coming to their office 
where they might meet and come to 
know the members of the agency; third, 
to create in the minds of all those in- 
vited to attend the meetings a feeling of 
good-will toward the company and the 
agency by showing them that the agency 
was seeking to do something construc- 
tive instead of merely seeking their busi- 
ness at all times; and fourth, to utilize 
these meetings as an advertising medium 
by keeping the agency to the front as a 
subject of conversation on the street and 
by having the best of the speeches 
broadcast through the insurance press 
| so that the spread of the influence of the 








agency over as wide a field as possible 
would lead insurance men with broker- 
age or surplus business to come to the 
Hart & Ewbank agency first in respect 
| to the distribution of this business. 


Is Profitable Training 


Quite apart from the question of 
bringing in business, in which the ex- 
periment has been eminently successful, 
Hart & Eubank stated that it would 
have been worth it if only because their 
own full-time agents have received a 
training and inspiration that has en- 
abled them to become professional life 
underwriters familiar with the most 
modern practices and highest ideals of 
the business. How could they better 
attain this aspiration, they ask, than by 
bringing in outstanding producers from 
various companies and from different 
parts of the United States to give the 
very essence of themselves to guide and 
stimulate the members of the agency 
staff? 


Hopes Being Realized 


“These hopes are being realized,” they 
say, “in so far as it is possible to ap- 
praise results which are designedly, 
largely intangible. We have not held 
these meetings long enough as yet to get 
the cumulative effects. In the course of 
two or three years, if we decide to con- 
tinue them, we will begin to feel the 
benefits in a tangible way we are confi- 
dent. Of course, the attendance does not 
serve as the only guide to the effective- 
ness of these meetings, but we have noted 
a very satisfactory and sustained attend- 
ance, notwithstanding the meetings are 
held on Monday mornings, which is ad- 
mittedly a hard time to get a crowd to- 
gether. We estimate that directly or in- 
directly, some part of these meetings 
gets into the mental consciousness of 
500 brokers per week, though of course 




















CONWAY BUILDING 


111 West Washington Street 
CHICAGO 








Sa 
WE ARE PLEASED TO OFFER 


Insurance companies, branch offices and general 
agents attractive office space in this building. 


Also one entire floor containing 21,000 square feet 
is available. 


Location, equipment and service unsurpassed. 





Wit S. Pyrg, Manager 
Room 1243 Phone: Franklin 4850 

















LTE SNS ETERS PELE OT ITIL LPR BEET IR FITTS CSL RLF EEN OTE ES 











A To-day s Reinsurance 


Company for 
Problems 


(i Thi) 
SERVE 


PECORARO EDN EE EV LOD, ORO LOPE RS TE MAT BSD BY PFO I HO? © tr 

















OD OLENA PY FAREL OP RD AICP? VP DRESS LOPSIDED AOL | AP ELSE AIL OS 






tite 


20 





THE NATIONAL UNDERWRITER 


December 17, 199¢ 








the direct attendance does not run that 
large. 
Have New Pian for 1927 


“As to whether we experience trouble 
or expense in getting speakers of prom- 
inence we have had both trouble and ex- 
pense, but not as much as we anticipated 
when we began. Our agency is well 
known and these meetings are well ad- 
vertised and these speeches are widely 
reported through the insurance publica- 
tions and our personal acquaintance 
with many prominent insurance men of 
many companies and in many parts of 
the country, so that these several factors 
tend to break down resistance when we 
call speakers to this service. 

“We have well under way plans for a 
specialized course to be put on early in 
1927 that will differ from anything yet 
attempted in New York. We are not 
yet ready to announce our plans in re- 
gard to this innovation, but we can state 
that what we have in preparation will be 
one of the most constructive efforts any 
life insurance organization has under- 
taken along educational lines.” 


PRESIDENTS’ MEETING 
HAD VITAL INTEREST 


(CONTINUED FROM PAGE 1) 
address of welcome given by the Lord 
Chancellor of England in Westminster 
Hall to the members of the American 
Bar Association in 1924, which was 
given by Mr. Hughes. Mr. Hughes’ ad- 
dress was characteristic of the man. His 
wide range of knowledge and his inti- 
mate contact with public affairs have 
broadened his view. Mr. Hughes is al- 
ways clear cut in his sentences. He 
elicited a big round of applause when 
he said that there is no safer or better 
managed business in the country than 
life insurance. Many of his sentences 
were epigrammatic and graphic. For 
instance, he said that life insurance gave 
barometric readings of the social 
weather. 


Frederick H. Ecker’s Paper 


Frederick H. Ecker, vice-president of 
the Metropolitan Life, who followed Mr. 
Hughes, was equal to the occasion. He 
said that he was reluctant to be the one 
to break the spell which all felt had 
been cast over the audience by the ad- 
dress of Mr. Hughes. Both Chairman 
Sage and Mr. Hughes referred to the 
investment side of insurance and this 
was Mr. Ecker’s theme. He said that 
if the committee had been conscious of 
the fact of what Mr. Hughes had in- 
tended to say on the subject of invest- 
ments that part of the program would 
have been concluded. 


Monk Represented Commissioners 


Commissioner Wesley E. Monk of 
Massachusetts represented the National 
Convention of Insurance Commissioners 
on the program and was a worthy repre- 
sentative. Commissioner James A. Beha 
of New York, Commissioner Joseph 
Button of Virginia and Commissioner 
Howard P. Dunham of Connecticut 
were also present. Among the former 
commissioners on hand were Robert J. 
Merrill of New Hampshire, J. V. Barry 
of Michigan, John A. Hartigan of Min- 
nesota and J. A. O. Preus of Minnesota. 

Chairman Sage appointed the com- 
mittee on resolutions as follows: Alfred 
Hurrell, Prudential; George I. Cochran, 
Pacific Mutual; T. B. Macaulay, Sun 
Life; C. A. Craig, National Life & Acci- 
dent; James Lee Loomis, Connecticut 
Mutual; O. J. Arnold, Northwestern 
National; W. W. McClench, Massachu- 
setts Mutual; H. S. Wilson, Bankers 
Life of Nebraska; Major Tuck of the 
Equitable of New York. 


Two Addresses of Interest 


Considerable interest was taken in the 
addresses of W. W. Atterbury, president 
of the Pennsylvania Railroad, and Kent 
Cooper, general manager of the Associ- 
ated Press. The life insurance compa- 


nies, of course, are interested in the rail- 
road problems because of their immense 
holding of railroad securities. Mr. 


showed what could be accomplished by 
cooperation. His address was interest- 
ing because it gave a general outline of 
the working of the Associated Press and 
at the close there were given the mov- 
ing pictures illustrating the activities of 
this organization. 


Rhodes Presented a Paper 


E. E. Rhodes, vice-president of the 
Mutual Benefit, who closed the last ses- 
sion, is one of the most profound stu- 
dents of life insurance. He has con- 
tributed much to the business as a whole 
as well to his own company. Chairman 
Sage in introducing Mr. Rhodes referred 
to his favorite game, tennis. He said 
that in going into conferences with con- 
tractors and arguments with architects 
in guiding the new home office of the 
Mutual Benefit Life, Mr. Rhodes has 
been unable to devote as much time as 
usual to the game. 


M. A. Linton a Speaker 


M. Albert Linton, vice-president of 
the Provident Mutual Life, was the first 
speaker Friday morning. It is signifi- 
cant that two men trained in the actu- 
arial field, who have assumed responsi- 
ble executive duties in connection with 
their companies, were placed on the pro- 
gram. Mr. Rhodes of the Mutual Ben- 
efit came up through the actuarial ranks 
and today is a recognized authority. 
Mr. Linton, a much younger man, has 
rapidly forged to the front and today 
has the confidence of the men in the 
business. He is a big factor in his com- 
pany. In his talk he showed by increas- 
ing the volume of protection against 
death, disability and old age, life insur- 
ance continues to combat dependency, 
and has made valuable contributions to- 
ward assisting America. 


Canada Is Recognized 


The Association of Life Insurance 
Presidents always recognizes some one 
from the Dominion of Canada. This 
year the representative was Sir Robert 
Falconer, president of the University of 
Toronto. The Life Presidents Associ- 
ation has as members the presidents of 
nine companies domiciled in Canada. 
Canada has contributed very conspicu- 
ously to programs in the past. 
Chairman Sage called on Walton L. 
Crocker, president of the John Hancock 
Mutual Life, who acted as chairman of 


the reception committee this year and 
who is a member of the board of direc- 
tors of the United States Chamber of 
Commerce, to introduce John W. 
O’Leary of Chicago, the president of 
the Chamber. Mr. O’Leary is a manu- 
facturer and vice-president of the Chi- 
cago Trust Company. His talk was de- 
voted to consideration of cooperative 
business. He reviewed business condi- 
tions stating that not only have condi- 
tions been sound during the year, but 
there is every reason to believe that 
they will continue to be healthful. 
George D. Alder of Salt Lake City, 
general agent of the National Life of 
Vermont and president of the National 
Association of Life Underwriters, was 
called on to represent that organization. 


American Convention Represented 


The committee of fraternal delegates 
from the American Life Convention 
consisted of Herbert M. Woollen, presi- 
dent of the American Central Life, who 
is president of the American Life Con- 
vention; O. J. Arnold, president of the 
Northwestern National Life, and Claris 
Adams, the secretary and general coun- 
sel. Mr. Sage said that Mr. -Woollen 
ordinarily would be the one‘to repre- 
sent the convention on the platform, 
but he had yielded to Mr. Adams. 


Speakers 


The Friday afternoon session was en- 
tirely given over to insurance speakers. 
They were all representative men whose 
contributions were thoroughly appreci- 
ated. The three speakers were Presi- 
dent Fred A. Howland of the National 
Life of Vermont; Henry S. Nollen, pres- 
ident of the Equitable Life of Iowa, 
and Julian Price, president of the Jeffer- 
son Standard Life. At this session the 
chairman called on Tatsuo Mixoguchi, 
secretary of the First Mutual Life of 
Tokio, Japan. 

Chairman Sage facetiously referred to 
the two Nollen brothers of Des Moines, 
Henry S. and his brother Gerard S., 
president of the Bankers Life of Des 
Moines: Mr. Sage said: 

“Out in Des Moines there is a dis- 
ease, a contagious disease, which appar- 
ently has run through one family, at 
least, and that is becoming a life insur- 
ance president, because in the Nollen 
family there are two presidents of two 
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of the leading Iowa companies. Today 








many angles of approach. 


the west. 
attractive spots in Oklahoma City. 
and mahogany. 
is to be reserved for agency quarters. 
securities. 


that floor. 


increasing business. 





Cooper, through the Associated Press, 


about Feb. 1. 


The building is of comcrete and steel ‘construction. 
of white marble, and the interior is being finished with Italian colored marble 
The basement, opening on the street level, will contain the 
heating, ventilation and latest types of water plants. 
stat and reproducing plants are being installed. The west end of the first floor 
The second or main floor will be com- 
manded by Vice-President Starkey with a suitable suite of offices. 
floor will provide offices for R. T. Stuart, president, who has direct charge of 
The health and accident department will also occupy quarters on 
The fourth floor will be finished in every respect but will be left 
open and not subdivided, pending future plans and demands made by the ever 
The building is expected to be ready for occupancy 


NEW HOME OF MID-CONTINENT LIFE 


- - 





The new home of the Mid-Continent Life, now in the process of erection, is 
located in the population center of Oklahoma City. At the corner of 13th street 
and Shartel avenue, between two small but well kept city parks, the building 
looms in the center of nearly four acres of ground. The lot is triangular, at the 
intersection of two streets and Classen boulevard, making it conspicuous from 
O’Neil park is on the east and Harndale park, con- 
nected with one of the best residential districts of the city, adjoins the site on 
The Mid-Continent Life, according to Edwin Starkey, vice-president 
and agency manager, plans to landscape and beautify the grounds to the extent 
that this new location, with the building in the center, will be one of the most 
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Complete printing, photo- 
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we are to be favored with an address 
by the senior member of the firm of 
Nollen Brothers, life insurance presj- 
dents.” 


MANY OFFICIALS OPPOSE 
CHANGE IN THE TABLE 


(CONTINUED FROM PAGE 1) 
there has been a most favorable mor- 
tality experience. This is due to two 
factors, first the elimination of many 
physically unfit because of the epidemic 
and next the companies have written a 
very large new business. As the average 
age advances of course the mortality 
experience will be less favorable. 


Lineup of Smaller Companies 


At the meeting of the Association of 
Life Insurance Presidents here last 
week there were large numbers of ex- 
ecutives of the smaller and medium- 
sized companies present. They were in- 
terrogated by THe NATIONAL UNnoer- 
WRITER and almost invariably they ex- 
pressed a _ strong adherence to the 
American Experience table. They de- 
clared that while from a_ theoretical 
standpoint the adoption of the American 
Men table might be desirable, yet when 
the practical men of affairs in control 
of companies figured the results they at 
once saw that it would be decidedly det- 
rimental to have the tabie adopted. 
Furthermore, they asserted from a prac- 
tical standpoint it would call for a vast 
amount of labor and time to get the 
various legislatures to legalize the pro- 
posed table. 

Sentiment in American Convention 


Some of the companies in the Ameri- 
can Life Convention are favorable to 
the American Men table. In that organ- 
ization, however, it can safely be said 
that 95 percent are not favorable to the 
substitution of the table. The Insurance 
Commissioners Convention seemingly is 
opposed to the substitution, as indicated 
bv its recent meeting. This at least 
would be the case in most states where 
the smaller and medium-sized companies 
are a big factor. The feeling indicates 
that there will be no move made to 
substitute the American Men table. The 
companies that are championing it real- 
ize the opposition they will incur. The 
tendency of many companies is to resist 
any change regardless of the fact that 
they could comply with the table with- 
out any great disadvantage. 


Will Resist Any Change 


A number of companies have counted 
the cost and say that it would make no 
material difference to them if the table 
were adopted. Others say that it would 
mean much to them. So long as a num- 
ber of companies are in the making and 
do not desire to have their mechanism 
disarranged there would be violent op- 
position to any effort to bring about the 
adoption of the American Men table. 
Most of the newer and medium-sized 
companies are very much set on the sub- 
ject and would resist any effort to have 
a new table legalized. 





NEW YORK COMPANIES APATHETIC 


NEW YORK, Dec. 16.—The larger 
life companies here, all of them mutuals, 
are quite apathetic toward any revival 
at the present time of the long stand- 
ing controversy between the supporters 
of the American Experience table and 
those who would substitute the America 
Men table in its place or at least put it 
on an equal legal footing with the older 
table, which is universally conceded to 
be obsolete in so far as it pretends to 
be an accurate reflection of actual pres- 
ent-day mortality experience, particu- 
larly at the younger ages. 

Gives Added Safety 

But in granting that truth, these com- 
panies are very far from conceding that 
the American Experience table is there- 
fore wholly invalid as a practical legal 
basis for their calculations. They con- 
tend that there are several advantages 
to be gained by continuing it in use. 
At the younger ages the American Ex- 





perience table admittedly charges higher 
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— than mortality experience | CITES STATISTICS ON 
justifies, but in the mutual companies STATE INSURANCE TAX 


at least there is no discrimination against 
vounger policyholders, for the higher 
premiums they pay are fairly offset by 
higher dividends so adjusted in their 
cese that the net cost of their insurance 
is brought down to a fair and average 
level. These dividend adjustments are 
regularly made by all mutual compa- 
nies in ordinary times, as they should 
be, but these companies point out that 
in extraordinary times the dividend ad- 
justments on the higher premiums might 
be deferred, thus creating an additional 
factor of safety to meet any emergency. 
This safety factor they feel to be of 
considerable importance inasmuch as life 
insurance, after all, is primarily bought 
to provide absolute safety and protec- 
tion. 
Mutual Policyholders Not Affected 


Other objections are argued against 
the adoption of the American Men ta- 
ble. There is the relatively minor one 
that some ‘expense would be involved in 
tabulating and printing new rate-books, 
schedules, etc. But all in all the actu- 
aries of the large mutual companies are 
not much concerned whether a change 
is made or not, pointing out that their 
policyholders will not gain or lose by 
the change. Regardless of which table 
is used, mortality experience will not 
vary and there will be no reduction in 
the companies’ expenses per unit of in- 
surance written. If lower premiums are 
paid in accordance with the American 
Men table, lower dividends will also be 
paid, so that the net cost to the policy- 
holders will remain almost identically 
what it is now. 

As for the few stock companies here, 
none of which write non-participating 
business, they still lean rather heavily to- 
ward the American Experience table be- 
cause it allows higher gross premiums 
and lower reserves. 


Controversy Largely Academic 


Many actuaries of both the mutual 
and stock companies here feel that con- 
troversy over the two tables has been 
and is still largely academic and will 
continue to be so until some feasible 
plan is evolved by which the insurance 
departments and the legislatures of the 
48 states can be persuaded to allow use 
of the American Men table as a legal 
standard. If a change is made, they 
feel that it will have to be made in 
practically all states if the companies 
are to be saved the infinite complexities 
and perplexities of writing business on 
one basis in one state and on another 
basis in neighboring states. An almost 
universal adoption of the American Men 
table throughout the country would be 
very difficult to accomplish, it is pointed 
out, if home companies in certain states 
cbjected to a change and brought pres- 
sure to bear on local legislatures to re- 
tain the American Experience table, 
which is now standard in all but three 
States. It is quite possible that in some 
States the objections of home companies 
to any new valuation standard might be 
So strenuous as to defeat even a com- 
promise proposal allowing the companies 
to choose which of the tables they 
wished to use. 


Little Interest Shown 


This feeling on the part of many that 
all controversy on the subject at pres- 
ent 1s somewhat academic is strength- 
ened by the fact that at the recent Los 
\ngeles meeting of the National Con- 
vention of Insurance Commissioners the 
report of a special committee recom- 
mending the adoption of the American 
Men table as a permissive standard of 
valuation was rejected by a vote of 28 
to 4, which would seem to indicate that 
the question is at least temporarily mori- 
bund as a live practical issue. 


an N. Young of Lima, O., general agent 
> the Ohio State Life, has organized the 
- a Young Insurance Service Company, 
fo do a general insurance business. Be- 
Mee going into the life insurance work 
ora) oune at one time conducted a gen- 
: a pinsurance office, which he sold when 
State Lime general agent for the Ohio 





USE LITTLE FOR SUPERVISION 


U. S. Chamber of Commerce Gives 
Figures on this Important 
Expense Item 


An interesting analysis of the relation- 
ship of insurance taxes to regulatory 
expenses has been made by the United 
States Chamber of Commerce in a bul- 
letin issued this week. The bulletin 
points out that these insurance taxes are 
hidden taxes on the policyholder, buried 
in the insurance premium. It is pointed 
out by the chamber of commerce that 
these taxes should be reduced to a mini- 
mum, not being regarded as a source of 
general revenue, and should be reduced 
to the total in each state to adequately 
support the state departmental super- 
vision. 

Steady Increase Shown 

It is shown that the gross amount 
of insurance taxes has increased stead- 
ily year by year until it amounted to 
$72,951,023 in 1925. This was $20,000,- 
000 higher than the 1922 figures and yet 
the amount spent for the maintenance 
of the state insurance departments in- 
creased by only $339,000 during the 
same period. The portion of insur- 
ance taxes spent for departmental main- 
tenance has shown a constant decline in 
the past ten years, the figures given by 
the chamber of commerce in this regard 
being as follows: 
Year % 


74 Year % 
| eres 6.48 Dh oees.ecceee 4.08 
Se 5.69 ee 4.37 
SS 5.62 aa 3.87 
per 4.78 Dives sawncee 3.71 
- eee 4.37 Pees ce scocess 3.65 
eae 4.33 


Makes Suggestions 
The United States Chamber of Com- 
merce also sums up its suggestions for 
a tax program of the future. It points 
(CONTINUED ON NEXT PAGE) 
SUICIDE THEORY REJECTED 
Court of Appeals Affirms Judgment in 
Indiana Case—Question of Mis- 
representations Involved 








The United States circuit court of ap- 
peals has affirmed a judgment of $17,250 
awarded Mrs. Mary Pater in her suit 
against the Missouri State Life, which 
was tried before a jury in the federal 
court at Evansville, Ind., last April. 

Mrs. Pater is the widow of Ralph B. 
Pater, who died Sept. 20, 1923, as the 
result of a knife wound in his chest. 
Mrs. Pater said that the knife was 
plunged into her husband's chest acci- 
dentally, while insurance companies tried 
to establish that Pater had committed 
suicide. 

The suit against the Missouri State 
was on an accident policy for $15,000. 

A similar case by Mrs. Pater against 
the New York Life, in which she recov- 
ered a judgment of $11,200 in district 
court in October, 1925, now is pending 
in the circuit court of appeals in Chi- 
cago. 

In addition to the question of suicide, 
the Missouri State in its case raised the 
defense of misrepresentations in the ap- 
plication. The decision on that point 
centered on the wording used in the ap- 
plication, which provided that the fal- 
sity of any answer shall bar the right to 
recover, “if such answer is made with 
intent to deceive or materially affects 
either the acceptance of the risk or the 
hazard assumed by the company.” The 
court drew a distinction between this 
clause and “the frequently found clause, 
unqualified, that falsity of any answer 
in the application voids the policy,” and 
held that even though the evidence 
showed false statements, it was a matter 
for the jury to decide whether they had 
the effect contemplated by this provi- 
sion. 














HE average mortality rate 

of Northwestern National 

for the past five years has 

been 40 per cent. This has not 

been accomplished at the expense 

of our agents, but with their co- 

operation and by skillful under- 

writing, and is attested by the 
fact that policies have been issued 
on 97 per cent of the business ap- 
plied for. 
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HARRY L. SEAY, President 
Over $111,000,000 Insurance in Force 


Some very desirable territory still open in its home state~TEXAS. | 
Exceptional opportunity for the right man in Tennessee, Minnesuta and Indiana. 
The Southland’s agents receive wholehearted Home Othce co-operation 
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CLARENCE E. LINZ, Vice Pres. and Treas. 
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R GIVES STATISTICS 
— ON STATE INSURANCE 
(CONT'D FROM PRECEDING PAGE) 
out that there will undoubtedly be some 
such system of taxation continued and, 
while the organization does not believe 
in the equity or justice of the present 
system, it believes that if it is continued, 
there should be a material reduction in 
the amount of premium taxes collected, 
reinsurance should be deducted before 
the tax is estimated and the tax meth- 
ods should be unified throughout the 
country. It is further suggested that 
licensed taxes, taxes for filing annual 
statements, publication fees, fire marshal 
taxes, fire department relief fund taxes, 
agents and brokers licenses, retaliatory 
taxes, and all other miscellaneous fees 
should be consolidated into a single pay- 
ment. It is finally recommended that 
state insurance departments be sup- 
ported by an appropriation from the 
legislature and not from the numerous 
types of taxes and fees, the abolishment 

of which is recommended. 


Summed Up in Table 


The situation in the various states is 
clearly brought out in a statistical re- 
view of the tax question made by the 
United States Chamber of Commerce. 
It is shown that no state spends as much 
as 8.5 for the maintenance of its in- 
surance department and the average for 
all states is only 3.65. The total tax 
collections, the total of departmental ex- 
spenses and the ratio of the latter to the 
total tax income is shown in the follow- 
ing table compiled by the Chamber of 
Commerce: 

Insurance Taxes for 1925 





é Spent 

or 
Serv- 
ice to 
Expenses Policy- 
ofInsur- hold- 

States Tax Total ance Dept. ers 

Alabama ....$ 770,920 $ 26,687 3. 
Arizona ...... 258,488 4,700 1.82 
Arkansas .... 563,857 17,500 3.10 
California 4,588,877 66,566 1.45 
Colorado .. 642,68 40,884 6.36 
Connecticut .. 5,176,462 54,336 1.05 
Delaware 48,175 5,700 3.85 
Dist. of Col 299,754 19,914 6.64 
Fiorida 617,573 5,576 -90 
Georgia 769,917 12,553 1.63 
MEE: -6ecccese 12,162 12,427 5.86 
TEEEEED scccsec 5,821,204 188,929 3.25 
Indiana ...... 1,657,837 67,673 4.08 
PE 26ccese » 1,403,707 110,609 7.88 
Kansas ...... 1,031,605 48,952 4.75 
Kentucky .... 943,934 40,793 4.32 
Louisiana .... ae esesses snes 
Maine ....... 449,324 12,066 2.69 
Maryland .... 898,956 46,998 5.23 
Massachusetts 2,960,445 122,583 4.14 
Michigan .... 2,579,951 89,796 3.48 
Minnesota ... 1,614,827 61,914 3.83 
somenyot 609,187 50 1.40 
ssour 2,336,837 85,553 3.66 
Montana 99,037 11,336 3.79 
Nebraska 491,210 29,996 6.11 
Nevada ...... 29,444 1,800 6.11 
New Hamp... 318,108 ,880 3.11 
New Jersey.. 3,453,538 199,345 5.77 
New Mexico.. 108,143 5,4 5.05 
New York.... 17,427,551 629,691 8.48 
N. Carolina... 1,434,465 31,861 2.22 
North Dakota 280,308 15,135 5.40 
GES oc cececces 4,668,937 78,250 1.68 
Oklahoma 943,663 33,628 3.56 
Oregon ...... 665,819 $4,131 5.13 
Pennsylvania. 5,823,641 110,949 1.91 
Rhode Island. 538,029 15,613 2.90 
S. Carolina... 405,471 18.468 4.55 
South Dakota 407,328 15,313 3.76 
Tennessee - 1,821,440 29,080 2.20 
ORAS. .cvcbes 2,041,903 34,701 1.70 
Weak ccseoce ° 201,005 7,529 3.75 
Vermont ..... 287.241 7,385 2.57 
Virginia ..... 1,352,092 55,243 4.09 
Washineton .. 1,079.800 63,776 5.91 
West Virginia 760,908 15,297 2.01 
Wisconsin ... 1,985,530 46,236 2.33 
Wyoming .... 124,324 10,000 8.04 
Totals, 1925.$72,839,721 $2,661,317 3.65 
Totals, 1924. 67,731,570 2,513,467 8.71 
Totals, 1923. 59,741,828 2,314,565 3.87 
Totals, 1922. 53,015,799 2,323,889 4.37 





A chart is also given to show the 
trend of taxes and also of departmental 
expenses from 1915 to 1925, taking 1915 
as 100 in both cases, the figures being 
as follows: 


Year Taxes Expenses 
BED cccccocvccceccese 100.0 00.0 
SE ccedeevsseseescen 108.8 93.8 
BEET 0006s Gb¥.0e 0 seen 118.7 103.0 
Dn ¢.craneeewbns pawl 137.2 101.1 
Ree errr 164.6 111.0 
errr 191.2 127.6 
. ieoapearerr ss 221.8 139.6 
Dt catceensheeethaen 217.8 149.2 
DE 6 ode ones weuended 244.6 163.8 
BEE cécccecescccseces 277.5 167.2 
eee 300.0 176.3 

















HOW CANADA LIFE STARTED 


President Herbert C. Cox of the Can- 
ada Life at the recent luncheon given 
here in his honor by Hart & Eubank 
of the Aetna Life related a story of 
much local interest concerning the 
founding and early history of the com- 
pany. Early in 1846 Hugh C. Baker 
of Hamilton, Ont. (or Upper Canada 
as it was then called), decided to pro- 
vide himself and his family with the 
protection assured by life insurance and 
applied to a British company for a pol- 
icy. For his medical examination he 
was compelled to come all the way to 
New York City, a long and uncomfort- 
able journey in those days of the sad- 
dle horse, stage coach and small boats. 
On his return Mr. Baker called together 
a few influential friends to discuss the 
possibilities of placing the great boon 
of life insurance within easier reach of 
their fellow-countrymen. 


Canada Life Started 


Out of these informal discussions 
grew the Canada Life, which now oper- 
ates not only in the Dominion and the 
United States but in Great Britain as 
well, which it entered over 20 years ago 
as a pioneer in a successful endeavor 
to introduce new world methods of do- 
ing business into the mother country. 
At the end of 1925 the company had 
more than $550,000,000 of insurance in 
force and by the end of this year that 
total will probably have been increased 
to at least $650,000,000. The Canada 
Life first entered this country in Mich- 
igan in 1889 and is now licensed to do 
business in 12 states and territories, in- 
cluding Hawaii. 

May Organize the State 


In recently securing admission into 
this state—‘‘a mark of virtue,” accord- 
ing to Vice-president Frank H. Davis 
of the Equitable Life of New York, be- 
cause of the high standards maintained 
by Superintendent Beha, who has ad- 
mitted only one other company during 
his regime—officials of the Canada Life 
have suggested that they were not solely 
actuated by a desire to enter the metro- 
politan district alone, intimating that 
they have looked across the lake from 
Toronto with somewhat envious eyes 
on the possibilities of the rich terri- 
tories about Buffalo, Syracuse and Ro- 
chester. 

* * * 
LARGE REINSURANCE BUSINESS 


The Canada Life also entered the 
state to facilitate the handling of the 
large reinsurance business the company 
has been doing for years with the Mu- 
tual Life of New York. Eauitahle Life 
of New York, New York Life and 
other large companies. So long as the 
company was not licensed in the state, 
the New York laws required not only 
the insuring company to put up a re- 
serve but also the Canada Life as the 
reinsuring company to put up an addi- 
tional reserve on the business written. 
The admission of the company will, 
therefore, eliminate in the future all 
necessity for the creation of such double 
reserves. 

* * * 
MeCONKEY’S ADVICE 


“Stav where you are! Do not take 
arm-chair jobs as President Cox and 
T have done,” said General Manager 
T. G. McConkey of the Canada Life in 
addressing his remarks to general agents 
and field men present at a recent gather- 
ing here. Both he and President Cox 
are old field men. The latter began his 
business career in 1894 when he entered 
into a partnership with his father, the 
late George A. Cox, then manager of 
the eastern Ontario and Michigan 
branches of the Canada Life. When his 
father was made president of the com- 
pany in 1899, Mr. Cox became the sole 
manager of the agency and remained in 


T. G. 


AS SEEN FROM NEW YORK 


—BY G. F. WILLISON 














that capacity until he was chosen presi- 


| dent of the Imperial Life in 1912, which 





position he in turn resigned to assume 
the presidency of the Canada Life in 
August, 1914. 

Mr. McConkey, after considerable 
field experience in and around Montreal, 
served as agency director of the Toronto 
office of the New York Life from 1892 
to 1896. Subsequently he became su- 
perintendent of agencies in several Cana- 
dian companies. Joining the Canada 
Life in 1911, he was appointed general 
manager in 1924. Mr. McConkey is one 
of the best known agency men in 
Canada, being also widely and favor- 
ably known in this country. In recog- 
nition of his exceptional services and 
abilities he was just recently elected 
president of the Canadian Life Officers 
Association, which closely corresponds 
to our own Association of Life Insur- 


ance Presidents. 
* * * 


BANKS AND LIFE INSURANCE 


Vice-President Charles S. McCain of 
the National Park Bank, formerly presi- 
dent of the Bankers Trust of Little 
Rock, Ark., whose star has risen rap- 
idly and is still nowhere near its zenith, 
availed himself of a recent gathering of 
the most prominent local underwriters 
and executives to make an official and 
public announcement that he belongs 
to that large group of leading bankers 
who understand and appreciate the valu- 
able and unique service that life insur- 
ance along can render the _ public. 
Commenting on the changed relations be- 
tween the life insurance and the bank- 
ing interests, Vice-President McCain 
said that the banks formerly attempted 
to use the reserves of the life compa- 
nies to protect their own security pur- 
chases. Now the banks strive earnestly 
to promote the sale of life insurance 
among clients so that these clients may 
protect not only their own but also 
the bank’s credit by life insurance. 
The bankers would be overjoyed, he 
said, to see as much life insurance sold 
as is humanly possible. 

* * * 


FALCONER GAVE ADDRESS 


President Henry Moir of the United 
States Life, as president of the St. An- 
drew’s Society, was one of the dis- 
tinguished guests on the dais at the 
dinner of the English-Speaking Union 
held here last week. The address of the 
evening was delivered by Sir Robert 
Falconer, president of the University of 
Toronto, who was here attending the 
convention of the Life Presidents As- 
sociation, before which he gave a bril- 


liant talk on the distinguishing char- 
acteristics of North American civiliza- 
tion. 


* * * 
WALLIS IS EXONERATED 


Commissioner of Correction Frederick 
A. Wallis, general agent here of the 
Fidelity Mutual, has been exonerated 
from all blame by the November grand 
jury which has heen investigating the 
outbreak in the Tombs Nov. 3 which 
resulted in the murder of two guards 
and the suicide of three priscuers who 
were attempting to escape. Not only 
was Commissioner Wallis completely 
exonerated, but the grand jury virtually 
endorsed his administration in a report 
urging the immediate adoption of the 
recommendations and requests presented 
by the commissioner to the municipal 
authorities during the past four years. 

* * * 


BOOKSTAVER’S MEMORIAL 


“Joe” Bookstaver of the Travelers has 
recalled to mind one of the pleasantest 
social events of the past year—his 15th 
anniversary dinner, dance and entertain- 
ment at Hotel Astor May 1—by sending 
out this week to every one of his 1,100 
guests on that occasion a fine large 
photograph taken in the banquet-hal! 
that evening when festivities were at 





their height and, in addition, a phono. 
graph record specially made by the 
Columbia people of two songs from 
“The Prospects of 1926,’ the musical 
comedy that was written (both music 
and lyrics), staged and presented by 
members of the agency. As composer. 
rhymster and stage director, not to speak 
of him as monologuer, dialoguer, soloist 
and chorus man,- Archie Gottler of the 
agency staff was the prima donna of the 
show. The two songs of his on the 
Columbia record are “Keep Smiling” 
and “I’m an Insurance Man.” 
*” * * 
SALARY DEDUCTION INSURANCE 


Salary deduction insurance, quite 
apart from merits of its own, has the 
additional advantage of providing an 
opening wedge for the writing of many 
other kinds of business, said a promi- 
nent general agent here in a recent in- 
terview, in which he pointed out that 
where a salary deduction plan is in 
operation, the agent always has an op- 
portunity to enter to talk- insurance. 
Once the subject is introduced, it is not 
dificult to show employes that they 
should increase their protection by buy- 
ing additional policies of other kinds. 


Twenty-Three Year Old 
Agent Has Stepped Into 
Million Dollar Class 


RANK P. LOGAN, special agent 

with the “Heart of America Agency” 
of the Provident Mutual Life in Kansas 
City, of which Harper Moulton is gen- 
eral agent, has just completed a very 
interesting case, involving the working 
out of an insurance program for a $2,- 
000,000 estate. His client has taken a 
total of approximately $613,000, princi- 
pally in 20-pay life, the whole program 
providing that there shall. be no shrink- 
age in the estate from inheritance and 
other taxes, in addition to insuring a 
$10,000 income for the son of his client 


Is Record Accomplishment 


Mr. Logan, who is 23 years old, is the 
largest producer for his age in any com- 
pany in Kansas City. He is also the 
largest producer for his age with the 
Provident, and is at present leading 3° 
of the agencies of the company. 

The case which Mr. Logan has just 
completed was developed by him 
through a study of the conditions sur- 
rounding the estate of his client, and 
the probable taxes on the estate. Start- 
ing in January, 1926, Mr. Logan, along 
with representatives of several other 
companies, wrote a substantial amount 
of insurance upon this client. Mr. Lo- 
gan’s policy was for $25,000. The con- 
tact had come indirectly, but Mr. Logan 
lost no time in developing it further, 
writing an additional $30,000 within the 
next four months. Then he brought on 
$50,000 more and placed it. 


Results of System 


These first policies were written with- 
out any definite plan. Then Mr. Logan 
began to make a thorough study of the 
estate. From the tax situation he 
worked out a chart of the approximate 
taxes on the estate, which would amount 
to $313,000. About this time Mr. Logan 
made*a trip east, and while there he 
called on the trustee of the estate, who 
recommended a $10,000 a vear income 
policy for his client’s son. Mr. Logan's 


client took the advice of the trustee, 
and Mr. Logan wrote this policy for 
$210,000. To take care of the $313,000 


taxes, other policies were written, unti! 
Mr. Logan had placed the limit on his 
client in four companies. The policies 
are mainly in 20-pay life. with the ex- 
ception of $83,000 in single premium 5- 
year endowment. 


Had Unusual Career 


Mr. Logan has had an unusual career 
since going into the insurance business 
three years ago. Starting when he was 
20 he worked two months before he 
wrote a single policy, and during the 
first nine months of his connection with 

(CONTINUED ON NEXT PAGE) 
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SEE LITTLE CHANGE IN 
COMPANY INVESTMENTS 


Slight Trend Away From Farm 
Mortgages Is Reported by 
Official 


DECLINE IS ANTICIPATED 





Expect Lower Interest Rates, but Point 
to Futility of Speculation in 
This Matter 


NEW YORK, Dec. 16.—No radical 
change in the character of life company 
investments has appeared during the 
year and there is no reason to expect 
any in the near future, declared a high 
financial executive of one of the largest 
companies here in a recent interview. 
The only new departure noted in the 
past few years has been a falling off in 
the purchase of municipal securities, 
which the companies feel they cannot 
afford. These securities have not been 
yielding the average 4.75 percent return 
which the companies require from their 
security investments. 

Favor City Mortgages 


So far as mortgage investments are 
concerned, there still exists a marked 
tendency away from farm properties to- 
ward developed city properties. In fact, 
the companies are becoming more and 
more skeptical and cautious about farm 
loans. The cotton situation in the south 
this fall and the fact that agricultural 
conditions in the west are not improv- 
ing in any great measure has not only 
stopped but has actually set back a 
number of companies that for several 
years have been slowly but successfully 
liquidating their holdings in farm lands 
upon which they were compelled to fore- 
close by absolute necessity during the 
depression of 1919-1921. It is quite pos- 
sible that many companies will have as 
many farm lands on their hands as ever 
at the end of the year. Even loans on 
urban properties in some localities are 
not holding up as well as in the past few 
years. On the whole, however, the com- 
panies expect the average 5.50 percent 
return they demand from their mortgage 
investments. 

No Change in Returns 


This financial executive also stated 
that the income of his company this 
year from its investments would not 
vary more than the slightest fraction 
from last year’s figure of approximately 
£05 percent in spite of the fact that in- 
ccme returns on new investments made 
during the year show a tendency toward 
a general decline. While the return 
from new investments may be less, the 
total investments of the companies are 


NOTABLE RECORD MADE 
BY 23-YEAR-OLD AGENT 

(CONT’D FROM PRECEDING PAGE) 
the Provident he earned $483. All of his 
cases for the first year, with the excep- 
tion of three, were for $1,000. 

With this rather dubious beginning 
Mr. Logan made his start in the life in- 
surance business. Since then he has 
ee most of those $1,000 cases to $20,- 

$30,000 and $50,000, many of them 
eine young men of his own age. Many 
of his larger cases have come through 
a specialty which he has made of writ- 
ing insurance on the sons of prominent 
business men. In going to a man to 
sell him a long term endowment on his 
son, Mr. Logan has made contacts 
which have resulted in some of his 
larger cases. 

Mr. Logan has written $700,900 in the 
last six months. He is the youngest 
member of the Provident Quarter Mil- 
lion Club. 











sc spread that no appreciable difference 
in their total investment income will re- 
sult immediately. 

But an appreciable difference in their 
revenues from investments will ulti- 
mately appear if the present tendency 
toward decline in interest rates on in- 
vestments continues for some time and 
assumes a rather permanent character, 
and this decline would ultimately be re- 
flected in dividends. 


Sees Downward Trend 


It is altogether possible and even 
rather probable, said this finance officer, 
that at the end of 20 or 30 years we will 
look back upon the present declining 
tendency as the beginning of a general 
and more or less permanent decline in 
returns from invested capital. In brief, 
the ground for this opinion is the fact 
that the war changed this country from 
a debtor to a creditor nation. Our capi- 
tal to invest is so in excess of our own 
needs that we have been investing it 
heavily in large loans to governments 
and business enterprises of foreign coun- 
tries. And it is likely that as the great 
burst of post-war activity slows down 
here and elsewhere, we shall have a still 
greater capital surplus to invest. If 
this happens, the vast amounts of money 
competing for investment in the do- 
mestic market are certain to force down 
interest and investment returns as hap- 
pened in pre-war England for the same 
reasons. 

In venturing this opinion, the execu- 
tive insisted again and again that it was 
merely a speculative opinion which fu- 
ture events might belie in every par- 
ticular. 

Cites Failure of Phophecy 


Pointing to the dangers of prophecy, 
especially in the field of finance, he re- 
ferred to a recent publication of an in- 
vestment bankers’ house here entitled 
“Letters from Prominent Financiers on 
Interest Rates.” All these letters were 
written in 1899 to former President 
James W. Alexander of the Equitable 
Life of New York, who inquired of the 
country’s leading financiers what rate of 
interest a life company could safely 
ccunt upon realizing on their security 
and mortgage investments during the 20 
years following 1899. 

In answer Lyman J. Gage, then secre- 
tary of the treasury, declared his opin- 
ion that it would be hazardous to count 
upon an average rate higher than 3 per- 
cent for the 20 year period, and that 
also was the opinion of such eminent 
authorities as Henry Clews, August 
Belmont, Jacob Schiff of Kuhn, Loeb 
and Co., President H. W. Cannon of the 
Chase National Bank, James H. Eckels 
of the Commercial National Bank, Chi- 
cago, Henry R. Reed and Chauncey De- 
pew, then chairman of the board of the 
New York Central. Among those who 
predicted that an average return of more 
than 3% percent could not possibly be 
expected were John H. Rhoades of the 
Greenwich National Bank of New York, 

. T. Woodward of the Hanover Na- 
tional Bank of New York, J. B. Forgan 
of the First National Bank of Chicago, 
Marshall Field, Blair & Co., Kountze 
Brothers, Drexel & Co. of Philadel- 
phia and Kidder, Peabody & Co., Bos- 
ton. History has shown that all these 
authorities were more cautious than 
Coolidge, for the investment returns of 
the life companies have averaged con- 
siderably more than 3% percent since 
1899, in the past few years having aver- 
aged a few points higher than 5 percent. 


Conditions are Similar 


The foreword to these letters pub- 
lished by Scudder, Stevens & Clark, in- 
vestment counsel with offices in New 
York and Boston, contains many inter- 
esting comments on the present invest- 
ment market: 

“The plethora of capital seeking in- 
vestment in the United States at the 
present time and the concentrated buy- 
ing of long-term bonds by institutional 
investors make for conditions very simi- 
lar to those existing in the years center- 
ing about 1899. eavy commitments 
in long-term bonds are undoubtedly in- 
fluenced by the feeling prevalent among 



























ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 


Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 
matically at age 5 without re-examination. 


Our special low rate policies to business and 
professional men are fast sellers. 


We write women on equal basis with men. 
Splendid agency openings are now available. 


Write William Koch, Vice President and 
Field Manager. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A.C. Tucker, President 


























Stllson 
Succeeded 


IFFEEN years ago 

“Charlie” Stillson 
landed in Youngstown with 
a few dollars in his pocket 
and a family to support. He 
immediately contracted with 
the Midland Mutual Life In- 
surance Company. Today 
he has one son in Ohio 
Weslyan University and is 
himself a member of the Youngstown School Board. He 
is financially responsible as any banker in his city will 
tell you, all this coming to him through building an 
agency for himself and associates. His new business in 
1926 will exceed all previous high records by a wide 
margin. More than half of this production comes from 
satisfied policyholders. 


Same opportunities now open to you if you live in 





C. W. STILLSON 


Illinois Pennsylvania Maryland 
Michigan New Jersey West Virginia 
Indiana Virginia 


WRITE TODAY TO 


The 
MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
“It's Performance Exceed Its Promises”’ 
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many present-day students of finance 
that the trend of interest rates will be 
downward for many years to come. Be- 
fore hazarding the greater part of an in- 
stitution’s funds on this forecast, how- 
ever, it will be well to ponder over the 
reasoning advanced by our most promi- 
nent financiers in 1899 which resulted in 
prophecies that proved almost 100 per- 
cent wrong. The major arguments ad- 
vanced for lower interest rates today 
are very similar to those advanced in 
1899. Average yield on highest grade, 
long-term, taxable bonds is substantially 
higher today than it was in 1899, but if 
proper allowance is made for state and 
federal taxes now paid on bond income, 
the net return is approaching the low 
point of the gross return of 1899. 


Losses from Speculation 


“Since 1902 savings banks and insur- 
ance companies have probably suffered 
greater losses through unsuccessful 
speculation on the trend of interest rates 
than through any other form of invest- 
ment and speculation. 

“In the years 1900-1902, the last years 
of a long decline in interest rates, the 
officers of many financial institutions, 
fearing a permanent downward trend, 
concentrated their investments in high 
grade bonds of the longest term avail- 
able. The losses suffered from this ac- 
tion are not readily apparent in funds 
where investments are carried at cost 
irrespective of market changes, because 
such losses are gradually being absorbed 
over a long period of years through the 
acceptance of a return on invested capi- 
ta! substantialiy lower than the average 
rate currently obtainable. 


30 Percent Decline 


“The decline in market value of the 
average high grade 3% percent 100-year 
bond from 1902 to 1920 was over 30 per- 
cent. The difference between income 
actually received on these high-grade, 
long-term bonds and the average rate 
currently obtainable during the 18 years 
was about % percent. If the total dif- 
ference in income return of about 9 per- 
cent is added to the decline in market 
value, we find that there was in 1920 a 
combined shrinkage of about 40 percent. 
This unfortunate shrinkage was just as 
real whether the low-coupon bonds were 
sold in 1920, the loss recorded and the 
proceeds invested in a smaller number 
ot higher coupon bonds, or whether the 
same bonds, carried on the books at 
cost, are held until maturity accompa- 
nied by an extended sacrifice of income 
in order to restore gradually the prin- 
cipal amount originally invested. 

“A hindsight view of the prediction of 
1899 should sound a warning note to in- 
surance companies and other institu- 
tions now encouraged by the forecasts 
ot present-day students of finance to 
commit the greater part of their invest- 
ments to long-term bonds without any 
compensating investment to protect the 
fund in the event that the opinions of 
the forecasters again prove to be erron- 
eous.” 

Example eof Difficulties 


Some idea of the problems and diffi- 
culties attending life company invest- 
ments can be formed from the meeting 
held here last week between Superin- 
tendent Beha and representatives of the 
Metropolitan Life, Equitable Life of 
New York and Mutual Life of New 
York, which are seeking an extension of 
the time granted them to dispose of 
stocks purchased before 1906. At that 
time the legislature ordered the compa- 
nies to dispose of all stocks and forbade 
them to acquire any in the future. The 
companies were given five: years to sell 
their stocks, but as that short period 
proved inadequate, it has since been ex- 
tended three times. The last five year 
extension granted by the legislature ex- 
pires this year, and the companies now 
wish a further short extension from Su- 
perintendent, Beha who has the author- 
ity to grant it. 

At the meeting it was disclosed that 
the stock holdings of the three compa- 
nies have been reduced to about $15,- 
000,000 during the past 20 years). the 
Metropolitan holding approximately 


-another extension, 











SOME RECENT COURT DECISIONS IN 
THE FIELD OF LIFE INSURANCE 





Contracts. Equitable Rescission for | 
Necessity of Resti- | 


Misrepresentation. 
tution. An insurance company issued a 
policy on the life of an individual who 
made material misrepresentations in con- 
nection with the issue. The policy had 
a provision making it incontestable after 
two years from its date. Before the ex- 
piration of this period, the insurance 
company filed a bill in equity against 
the insured and his committee request- 
ing cancellation of the policy because of 
the insured’s fraudulent misrepresenta- 
tions. The insured died the day on 
which the action was instituted and 
thereafter the committee was appointed 
administrator, whereupon the insurance 
company amended its action designating 
the administrator as defendant. The 
administrator made a motion to dismiss 
the insurance company’s bill, arguing, 
among other things, that no return or 
offer to return the premiums paid had 
been made previous to the institution of 
the suit and that it was unecessary that 
this be done before beginning action. 

Held, that the equity court could 
compel restitution of the premiums in 
the action and therefore restitution was 
not necessary before its initiation. An 
insurance policy is a contract and is sub- 
ject to equitable rescission on the ground 
of fraud. In the instant case facts are 
alleged which, if found true, would sus- 
tain cancellation, and although in a law 
action the status quo must be restored 
before its commencement, in equity a 
different rule prevails. The reason is 
that the equitable action is not based on 
the theory that the contract has already 
been rescinded but that the plaintiff 
seeks the court's aid to rescind the con- 
tract and it is for the court’s determina- 
tion what restitution is necessary. New 
York Life vs. Sisson, U. S. District 
Court, West. Dist. of Pennsylvania. De- 
cided Oct. 9. 

* * Fs 4 

Statement of Insured Relative to His 
Health Made in Good Faith Held Not 
to Forfeit Policy for Mere Inaccuracy 
or Misstatement as to Real Facts.—In 
Livingood vs. New York Life, Supreme 
Court of Pennsylvania, 134 Atl. 474, an 
action was brought to recover on a life 
policy. The company defended on the 
ground that the insured had misrepre- 
sented the state of his health when ap- 
plying for the policy. 

The evidence tended to show that the 
insured contracted tuberculosis short'y 
after the policy was issued. In the ap- 
plication the insured had represented his. 
health as good. The company took the 
position that the insured had the dis- 
ease at the time he applied for the policy. 
The trial resulted in judgment for the 
plaintiff. On appeal the higher court 
in affirming this judgment, said: 

“It is first to be noted that the an- 
swers to the questions propounded to 
the insured were representations and 
not warranties, and, in the absence of 
fraud, a proven mistake in the infor- 
mation given did not work a forfeiture 


$1,000,000 and the other two companies 
about $7,000,000 each. All other compa- 
nies have disposed of practically every 
stock they held. Great difficulties were 
met with in disposing of the bank hold- 
ings of two of the companies, which be- 
tween them held about one-third of the 
stock of one of the largest banks here. 
They cought not sell outright, fearing to 
demoralize the market and suffer great 
losses, and they could not hope for a 
rise in the stocks so long as it was gen- 
erally felt that: their holding would be 
dumped on the market the instant a 
profit could be realized. The problem 
was only solved when a syndicate was 
formed to market the securities gradu- 
ally. In asking Superintendent Beha for 
the companies de- 
clared their confidence that the remain- 
ing stocks in their vaults can be profit- 
ably disposed of in a relatively short 
time. 





of the rights under the contract. * * * 


“The evidence did not justify a con- 
clusion that Livingood was aware of 
the existence of the disease, and the 
medical examiner for the company stated 
that at the time of the examination in 
August he was not so afflicted. From 
the fact that it developed later, and 
indicative symptoms were found in Oc- 
tober, coupled with. the medical testi- 
mony that the disease was progressive 
in its nature, the jury was asked to in- 
fer that the statement made by the ap- 


plicant, as to good _ health, was 
knowingly untrue. ; 
“The question was submitted in a 


charge of which the defendant had no 
reason to complain. The jury was told 





that ‘it is of no importance in this case 
that the applicant did not know that he 
had tuberculosis, provided he was actu- 
ally suffering from that disease and 
should reasonably have been acquainted 
with his condition of health,’ and, 
further, that if they found that the in- 
sured ‘did make false statements in his 
apvlication for the risk, or if he did not 
give his illnesses and the physicians 
who attended him, then the plaintiff 
cannot recover.’ The verdict was ren- 
dered for the plaintiff, and a new trial 
refused. * * * The judgment is af- 
firmed.” ‘ 


— 
Beneficiary Certificate, Presumption of 
Death—Held that any person absenting 
himself, for seven years successively 
shall be presumed'to be dead unless 
proof be made that he is alive. It is 
not necessary to show that assured ab- 
sented himself from the state. Sovereign 
Camp W. of W. vs. Patton, ct. of civ. 
App. Texas. (5th Dist.) 
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PLANS FOR SALES mained lentes YORK ASSOCIATION MET 


Oklahoma Association Announces Pro- Ralph G. Engelsman and Martin Con- 


gram for Annual All Day Meet- 
ing in Oklahoma City 


OKLAHOMA CITY, Dec. 15.—At a 
meeting of the Oklahoma association 
Saturday the program was announced 
by E. Guy Owens, committee chairman, 
for the annual sales congress to be 
staged by the association Jan. 15. The 
meeting is to be an all day session, but 
a diversion in the regular routine will 
be introduced in the elimination of an 
evening meeting. The evening will be 
reserved for agency meetings. The pro- 
gram will center on standardization of 
sales talks. 

Commissioner Jesse G. Read is slated 
for the first address, which is to fol- 
low the president’s greetings by George 
Summy. “Educational Needs of Amer- 
ica” will be discussed by Dr. Bradford 
Knapp, president of the A. & M. col- 
‘ege at Stillwater, Okla. “The Why of 
Standardization” will be introduced by 
Henry W. Ramsey of St. Louis, Mo., 
general agent of the Union Central Life. 
This is to be followed by three sales 
talks of 15 minutes each: “Minimum 
Program,” by Russell L. Law of Okla- 
homa City, general agent of the North- 
western Mutual Life; “Salary Continua- 
tion,” Joe R. Peller, Oklahoma City, dis- 
trict manager of the Equitable Life of 
New York; “Clean Up” (a demon- 
strated sale), by Jesse T. Owens, Okla- 
homa City, special agent for the Mutual 
Life of New York. A summary and 
analysis of the discussions will be pre- 
sented by Mr. Ramsey, and a message 
from the National association given by 
George D. Alder, Salt Lake City, Utah, 
president of that organization, will close 
the morning session. 

The afternoon program will include 
“A Standard Approach,” by Ed. L. Al- 
lison, Tulsa., special! agent Phoenix Mu- 
tual Life; three standardized sales talks: 
“Old Age Income,” by Robert Carter, 
Oklahoma City, general agent, Connec- 
ticut Mutual Life: “Mortgage,” W. P. 
Stagg of Frederick, Okla., special agent 


for the New York Life; “Educational” | 


(demonstrated sale), Dr. J. B. Wachtel, 
Oklahoma City, special agent Pacific 
Mutual Life; summary and analysis by 
C. Day, Oklahoma City, general 
agent Pacific Mutual Life, past presi- 
dent of the association and chairman of 
the executive committee; “The Man,” 
W. Williamson, Chicago, former 
president Chicago association; “Patriot- 
ism of Peace,” a humorous and _ in- 
spirational talk by Josh Lee, head of the 
public speaking department of the Okla- 
home University at Norman, Okla. 
ek @ 


Omaha—Dr. S. S. Huebner of the 
Wharton School of Commerce & Finance, 
will address the Omaha association at a 


| Sales congress the latter part of January. 








boy Were Speakers Before Monthly 
Meeting of Life Men 


NEW YORK, Dec. 15.—The regu- 
lar monthly dinner meeting of the New 
York association was held here yester- 
day with more than 600 members and 
guests attending. The speakers of the 
evening were Martin Conboy, promi- 
nent local attorney, and Ralph G. En- 
gelsman of the Equitable Life of New 
York, who is a lecturer on salesman- 
ship at the life insurance training 
course of New York University. 

Before the speakers were introduced 
by President W. R. Collins, Joseph D. 
Bookstaver, chairman of the member- 
ship committee, reported that the as- 
sociation now has more than _ 1,900 
members and has every likelihood of 
reaching its goal of 2,000 before the 
first of the year. 


Discussed Meeting of Objections 


“Meeting Objections” was the sub- 
ject of the address given by Mr. En- 
gelsman, who in addition to his edu- 
cational work has written more than 
$1,000,000 a year on 75 lines. Every 
objection overcome forwards a sale, he 
declared. Nothing can be sold to a 
man who “Yeses” a salesman to death. 
The first objection on the part of a 
prospect is usually unspoken. He nat- 
urally resists being sold. This silent 
objection can only be overcome by an 
approach planned in terms of each in- 
dividual prospect’s interests and prob- 
lems. In Mr. Engelsman’s opinion there 
are only three valid objections. The 
first is, “I don’t need life. insurance.” 
The second, “I can’t pay,” and _ the 
third, “I can’t pass.” If a prospect is 
honest and sincere in raising any one 
or all of these, the agent should not 


spend time or effort on him. But ex- 
cuses are not objections. 
Turn Excuses to Profit 


Excuses are many, said the speaker, 
and are quite natural. So any agent 
should not allow himself to become irri- 
tated by them. A skillful agent turns 
them to profit. If a prospect declares 
he prefers to put his money in a sav- 
ings bank because he can get at it 
more easily, such an agent has an op- 
portunity to prove that he should put 
his money in life insurance for the very 
reason that he can’t get at it easily. 
Mr. Engelsman calls that the boom- 
erang method. Other methods of over- 
coving objections and excuses are the 
passing up method. The indirect 
method to make it easy for a prospect 
to buy and lastly the “I agree with 
you, but on the other hand” method. 

Mr. Conboy spoke of the need of 
civilizing influence in the modern world 
and declared that organizations like the 
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association were great civilizing forces. 
Life underwriters associations had set 
up high standards and_ principles for 
themselves and were living up to their 
own volition without outside compul- 
sion or regulation. 


UNIVERSITY ASSOCIATION MET 


Immediately preceding the meeting 
the University Life Underwriters Asso- 
ciation met with President J. J. Keon 
of the Equitable of Iowa presiding and 
proceeded to elect the following as offi- 
cers for the ensuing year: President, 
Harold Taylor, State Mutual;  vice- 
presidents, Elias A. Klein and William 
A. Gore of the Travelers; secretary- 
treasurer, Frank Donnelly of the Guar- 
dian Life. It was also announced that 
the association would hold a dinner on 
Dec. 16 in honor of the 60 graduating 
members of the fall course of the life 
insurance training school of the New 
York University. The speakers at the 
dinner were announced as J. J. Keon, 
toastmaster; Dean John T. Madden of 
the School of Commerce, New York 
University; Hugh D. Hart of Hart & 
Eubank of the Aetna; Joseph D. Book- 
staver and Edward J. Sisley of the Trav- 
elers; Vincent B. Coffin, director of the 
life insurance training course, New York 
University, and E. V. Carbonard of the 
Fraser agency of the Connecticut Mu- 
tual, president of the graduating class. 

: ££ 2 

Vermilion County, Ill.—C. H. DeLong 
of Champaign, vice-president of the Illi- 
nois association, was the speaker for the 
meeting of the Vermilion County asso- 
ciation at Danville. He emphasized the 
necessity for association activities, told 
how it is up to the association to work 
in a united and energetic manner, and 
spoke on a new insurance code in Illi- 
nols such as is needed by both the pub- 
lic and life underwriters. 

A nominating committee was appointed 
by President Ferris for the election to 
be held at the January meeting. L. P. 
Livengood was appointed by the execu- 
tive committee to be the representative 
of the Vermilion County association on 
the state legislative committee. 

* * * 


Fort Worth, Tex.— Russell Pearson 
was elected president of the West Texas 
association at the annual meeting a few 
days ago. Other officers elected are 
Thomas D. Taylor, vice-president, and 
Steve A. Noble, secretary-treasurer. Mal- 
vern H. Marks, Jr., was named national 
committeeman, and Claude G. Allen, state 
committeeman. 

The organization decided to change its 
name to the Fort Worth Life Under- 
writers Association, effective Jan. 1. 
Plans for next year include several ad- 
dresses by prominent local business men 
and insurance men of national repute. 


* * * 


Baltimore—The cordial relationship ex- 
isting between bankers and life under- 
writers resulting in the conservation of 
policy proceeds through the establish- 
ment of insurance trusts was referred 
to in highest terms by E. J. Berlet, vice- 
president of the Philadelphia association, 
in an address before the Baltimore asso- 
ciation. Carville D. Benson, insurance 
commissioner of Maryland, gave an in- 
teresting report of the recent commis- 
sioners’ convention in Los Angeles. 

*x* * * 

Peoria, Ill.—Harry C. McNamer of the 
Equitable Life in Chicago, was the 
speaker at the monthly dinner of the 
Peoria association last week, attended 
by 135 members, their wives and guests. 

*x* * x 

Minneapolis—James Quinn of the John 
Hancock Mutual Life has been elected 
president of the Minneapolis association 
for the coming year. C. N. Patterson of 
the Union Central, who has served as 
Secretary for 15 years, was reelected to 
that position. Leon Triggs of the Berk- 
shire Life is the new vice-president. 

Directors are: Rollin Wells, North- 
western National Life; R, E. Peters, New 
York Life; W. J. Keating, Equitable 
Life of New York; Frank M. Flory, 
Provident Mutual Life, and Edward T. 
Chapman, Jr., Union Central Life. 

O. J. Lacy, vice-president of the Min- 
nesota Mutual, St. Paul, was guest of 
honor at the meeting. 

x * x 
_ Boston—The Boston association holds 
its annual meeting and dinner at the 
University Club Friday evening, the 
business meeting preceding the dinner. 
Officers and executive committee will be 


the constitution will be discussed. The 
president will makes his annual report. 
An evening of entertainment has been 
arranged to follow the dinner. The 
speaker of the evening will be Charles 
R. Wiers, president of the Direct Mail 
Advertising Association. 

x * * 


Sioux City, Ia.—‘“Optional Settlements 
on Insurance Policies” was the subject 
of the general discussion at the Decem- 
ber meeting of the Sioux City associa- 
tion. Hobart Brake was in charge of the 
discussion, and Rex Truesdell, president, 
presided at the business meeting. 

*x * * 

Oklahoma City—An especially inter- 
esting number was given on the program 
of the December meeting of the Okla- 
homa association last week in the form 
of the delivery of the address given by 
Darwin FP. Kingsley on “Life Insurance 
Is Light,” by Clarence E. Scott of Okla- 
homa City. In a way the meeting was 
dedicated to J. Henry Johnson, charter 
member of the association and a veteran 
in the life insurance business. A tribute 
to Mr. Johnson was paid by C. C. Day, 
former president and chairman of the 
executive committee, with a short his- 
tory of the origin and progress of the 
association. A vote of appreciation of 
Mr. Johnson's efforts in originating and 
developing the association was tendered 
by the members present. 

* * 

Chicago—The December meeting of the 
Chicago association will be held Friday 
noon, Dec. 17, in the red room of the 
Hotel La Salle. The speaker at the 
luncheon meeting will be A. H. Kollen- 
berg of the Mutual Benefit Life at Grand 
Rapids, Mich., his subject being “Part- 
nership and Corporation Insurance.” Mr. 
Kollenberg has achieved distinction as 
a writer of business insurance. He is 
a law trained man and is now nationally 
recognized as an expert on this subject. 

*x * 

Omaha—“The Attitude of the Public 
Toward Life Insurance” was the subject 
chosen by Rev. Frank G. Smith, pastor 
of the First Congregational Church of 
Omaha, in his recent talk beforé the 
Omaha association. Rev. Mr. Smith'said 
his experience as a preacher led him 
daily into the broken family circles 
where the income of the family has been 
suddenly cut off, and left the family 
without means of support. He regarded 
the insurance man as a public servant 
and public benefactor. 

*x* * * 

Davenport, Ia.—Frank P. Manly, presi- 
dent of the Indianapolis Life, was the 
speaker at the December meeting of the 
Davenport association. It was ladies’ 
night. 

Mr. Manly is unique as a life insurance 
executive, inasmuch as he started out 
as a part time man and worked up the 
various stages. About 20 years ago he 
started up his own company, the Indian- 
apolis Life. 

The subject of Mr. Manly’s talk was on 
competition. The chief point brought 
out was that all life insurance companies 
were good, and competition, as we com- 
monly know it, is with the salesman him- 
self and not with other salesmen. The 
talk was filled with personal anecdotes 
and considerable mention was made of 
the possible danger of the disability 
clause as now written on the life policy. 

x * * 

Fort Dodge, Ia.—The members of the 
Fort Dodge association and their wives 
held their “Annual Follies” last week. 
Gus Cox is president of the Fort Dodge 
association. 

x * * 

Rochester, N. Y.—Lester O. Schriver, 
chief instructor of sales training at the 
home office of the Aetna Life, was the 
speaker at the December meeting of the 
Rochester association, held Thursday of 
this week. His subject was: “The Funda- 
mentals of a Sale.” 

*x* * * 
Pittsburgh—Henry G. Wischmeyer, 
general agent of the John Hancock Mu- 
tual Life at Cleveland, and president of 
the Cleveland association, addressed the 
Pittsburgh association this week on 
“The Buyer’s Life Insurance Problem.” 

* * * 

Nashville, Tenn.—Paul M. Ray, vice- 
president of the Provident Life & Acci- 
dent of Chattanooga, was the principal 
speaker at the regular monthly meeting 
of the Nashville association Monday 
night. The meeting was the last of a 
series of four at which four especially 
appointed teams of the association vied 
with one another for a loving cup, to be 
won on the basis of the success of pro- 
grams, new members obtained and at- 
tendance. The four teams were under 
the direction of John T. Berry, W. C. 
Westbrook, Will C. Pollard and W. G. 
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Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
were issued on 79% of the ap- 
plications during 1925 within 
three days after reaching the 
home office. 





HOME OFFICE 
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Southern Union Life 


FORT WORTH, TEXAS 
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Does Your 

Novelty Advertising 

Reflect the character of your 
Agency? 


When you give Wallets—give Wallets 
you can be proud of—Kaufmann Wallets 


AUFMANN’S Systeman 

Security Holder is an 
honest to goodness good will 
builder. It typifies to your 
clients the brand of service 
you render—your appreciation 
of their patronage—and often 
it helps deliver those extra 
policies. 


It is the best leather container 
on the market designed to pro- 
vide a place for insurance policies, 
bonds, and other valuable papers. 


A standard size at $2.25 and a 
large size at $3.15. Get the quan- 
tity rates now. 





E, L. KAUFMANN 
Room 700, Austin Bldg. 
Chicago, IIL 


Telephone Wabash 3933 
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Trustworthy Men at the Helm 


CuarLtes Evans Hucues in his address 
before the AssociATION or Lire INsuR- 
ANCE PRESIDENTS commented on the trust- 
worthy men who are responsible for the 
life insurance companies. He referred to 
the fact that the policyholders are more 
or less inarticulate. It is impractical for 
a large body of people joined together 
in a life insurance enterprise, scattered 
here and there, without means of com- 
munication with each other and in fact 
not knowing who their associates are, to 
express their views to a management. 

Mr. Hucues madé the point that life 
insurance funds are held in the nature of 
a trust. He commended company offi- 
cials for their conscientious and sincere 
endeavor to administer this trust in a 
satisfactory way. It speaks well for the 
great business of life insurance that these 
immense sums are conserved and han- 
dled so admirably. There is seldom a 
reflection on a company management. 


It is taken for granted that it is honest 
and is endeavoring to do all it can to 
administer the trust so that all the ob- 
ligations will be met. Now and then 
an attempt is made to commercialize 
the business of insurance through ef- 
forts to buy and sell companies. This 
is but an indication that here and there 
we have officials who no not appreciate 
the responsibilities placed upon them. 
They evidently look upon life insurance 
pretty much as they would a stock of 
goods. The relationship, however, is 
entirely different. 

Those who are acquainted with life in- 
surance will agree with Mr. Hucues that 
as a whole life insurance companies are 
most conscientiously and _ intelligently 
administered. ‘The mercenary side of 
the business certainly does not dominate 
it. There are so many evidences of a 
spirit to the contrary that it may take 
pride in its record. 


Upward Trend of Railroads 


Lire insurance companies are large pur- 
chasers of railroad securities. They have 
always been a favorite investment. The 
highest grade railroad bonds have proved 
valuable as company assets. Company of- 
ficers therefore were particularly interested 
in the paper presented by President W. 
W. Artrersury of the PENNSYLVANIA 
RaILRoAD, before the Association oF LIFE 
INSURANCE PRESIDENTS. 

Mr. Atterbury brought a very hopeful 
message as to the developments of the 
railroad systems. Railroad service un- 
doubtedly. has greatly improved in recent 
years in spite of the big handicap placed 
on the companies by government opera- 


tion. Out of every dollar received for 
freight and passenger service it costs the 
railroad companies a little more than 70 
cents to operate today. Railroad com- 
panies like the insurance companies are 
subjected to needless regulatory interfer- 
ence. 

Mr. Atrersury told the company presi- 
dents that the railroad earnings are im- 
proving. He took the position that the 
railroads should be allowed to reach and 
maintain a consistent earning record, 
which will attract people to invest in rail- 
road securities. He said that railroads 
cannot continue indefinitely to mortgage 
their property. 


Distinguished Canadian Speakers 


Tue Dominion of Canada has many men 
in public life or men prominent in various 
activities who always leave a good impres- 
sion on the platform. The AssociATION 
or Lire INSURANCE PreEsiIDENTS and other 
insurance organizations of the United 
States have been favored from time to 
time by Canadian speakers. They possess 
a fine sense of humor, but at the same 


‘Gift of Gab’’ 


Wuue the ordinary observer may feel 
that salesmanship is largely based on 
“gab” yet the discerning man will be 
able to appreciate the gifts of nature 
and the cultivated endowments that a 
real salesman possesses. The talkative 





time are profound and. broad visioned. 
Sir Rorert A, FaLconer, president of the 
University or Toronto, who spoke before 
the Presidents Association this year, was 
no exception. One of the interesting fea- 
tures of this address was his reference to 
the importance of the Mississippi Valley 
in the national progress of the United 
States. 


Not Necessary 


man is not necessarily the best sales- 
man. The salesman who gets results 
is the one who has the power of reach- 
ing the heart and mind of the other fel- 
low aud showing him how insurance 
will ‘be of great benefit to him. 











= "PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








William BroSmith, vice-president of 
the Travelers, who is one of the best 
known insurance men in the country, has 
an antipathy to theaters. At least Mr. 
BroSmith takes no interest in attending 
dramatic performances. He acknowl- 
edges that he has not been in a theater 
for a year and a half. When he goes 
he feels that it is time wasted. At con- 
ventions Mr. BroSmith spends his time 
in chatting with other insurance men or 
reading. Others may go to shows, but 
the veteran Travelers official cannot be 
beguiled into amusements of this kind. 


The Business Men's Assurance of 

Kansas City has concluded its “Grant 
Month” contest, held each year in honor 
of President W. T. Grant, having gone 
over the goal and set a new record for 
the company. November was the big- 
gest month in the history of the com- 
pany. With a goal of 20,000 points, in- 
cluding both life and health and acci- 
dent business, the total score was 20,106. 
The agents wrote $2,225,000 in life in- 
surance, and made ‘an equally good 
showing in health and accident. ype 
the establishment of “Grant Month” 
a company tradition, November has x 
ways been the biggest month of the year 
with the Business Men’s, and each suc- 
ceeding November has shown an in- 
crease over the last. However, last Ap- 
ril, the business for the month ex- 
ceeded that of November of last year. 
With the returns on the Grant Month 
just passed in hand it was found that 
the April record had been outdone, 
and a new record set 
Men’s Assurance Company. 

A birthday celebration was held for 
Mr. Grant in the company offices on his 
birthday, when in addition to the large 
volume of business done, the office 
force presented their chief 
handsome desk set. 

Fred W. Dickerson, general agent at 
Pocatello, Ida., for the Columbian Na- 
tional Life, died there recently following 
an illness of several months duration. 
He was prominent in fraternal and pub- 
lic activities of the city where he had 
lived for 16 years. 


Paul F. Clark of Boston, general agent 
of the John Hancock Mutual, was un- 





for the Business | 


with a/| 
} ing the 


able to be present at the meeting of the | 


National Life Under- 
because he was 
on account of the 
Mr. Clark is chair- 
committee of the 


trustees of the 
writers Association 
called to Dayton, O., 
death of his father. 
man of the program 
association. 


George Perring of the Mutual Life 
of New York at Beloit, Wis., sprung a 
surprise on the members of the field 
force by his marriage last week, not 


saying anything about it until he had | 
will | 
Mr. and Mrs. fon contributed by new men whom Mr. 


started on his honeymoon, which 
take him into Mississippi. 
Perring. will be at home in Beloit after 
Dec. 20. Mr. Perring is a former mem- 
ber of the Cleveland baseball team in 
the American league, is a $250,000 pro- 
ducer and exalted ruler of the Beloit 


Elks. 


Commissioner John R. Dumont of Ne- 
braska has fully recovered from the 
beating given him in his office by M. F. 
O’Sullivan of Columbus, Neb., who says 
Mr. Dumont refused to make satisfac- 
tory disclosures of the reasons why his 
license was not renewed. Mr. Dumont 
says that certain classes of charges 
against agents are by law made confi- 
dential, and both the law and public 
policy close his lips, as to make them 
public would stop the flow of such. com- 
munications. Under the Nebraska law, 
too, the state cannot issue a license to a 
person to act as agent unless the license 
is asked for by a company, the latter 
being regarded by the state as the re- 
sponsible party to the transaction. Mr. 
O’Sullivan has given bail for his appear- 
ance in district court, where trial is by 








jury, some time in January. As the 
complaint is drawn conviction may mean 
a prison sentence, but the court may 
call it assault and battery only. 


J. S. Frederickson, agency director of 
the City Hall Square branch of the New 
York Life in Chicago, does not look on 
the number 13 as unlucky in any way, 
as it has figured largely throughout his 
entire life. Mr. Frederickson had this 
clearly brought to mind this week on the 
occasion of his wedding anniversary. 
He was born Dec. 13 and married Dec. 
13, 1913, being 13 months older than his 
wife. This week on Dec. 13 he cele- 
brated his 13th wedding anniversary. If 
that does not disprove the unlucky char- 
acteristics of the number 13, there is not 
much that will. 


Frank W. Pennell of the Hoey & 
Ellison general agency of the Equitable 
Life of Iowa in New York City, who 
this year will write $1,250,000 of new 
business, will be one of the speakers at 
the agency meeting of the Business 
Men’s Assurance in Kansas City early in 
January. Mr. Pennell has made a con- 
spicuous success as a producer. He 
was formerly a newspaper man, being 
connected with. THe Nationa Unoper- 
writer. He went to New York to take 
charge of the news service of that pub- 
lication and later became connected with 
the literary department of the Mutual 
Life of New York. For some time he 
was associated with the L. A. Cerf gen- 
eral agency of the Mutual Benefit Life. 


Charles T. Beggs of Pittsburgh has 
the distinction of having the largest 
month in -personal production of the 
Union Central Life agents for the year. 
His November record was $520,000. He 
paid for a half million dollar case dur- 
month. This record has only 
been surpassed twice in the Union Cen- 
tral. In October, 1925, Leo E. Thomas 


of Detroit placed $1,102,000 with the 
Union Central, most of which was on 
the Book brothers. In July of that 


year the late Owen T. Lively of New 
York City paid for $680,492. Mr. Beggs 
is 52 years of age and formerly was 
manager tor another company. He 
signed a contract with the Union Cen- 
tral April 1, with the Lyne & Sons 
Agency. Since that time he has paid 
for 14 policies for $875,000. 

One of the outstanding successes of 
the year 1926 is the Aetna Life agency 
at Cincinnati under Frank C. Zart, who 
took over the management about a year 
ago. He came from Iowa where he had 
held a record of over a million a year 
in personal production. The Cincinnati 
agency has had a very great increase in 
production and the number of agents 
under contract has grown rapidly. Over 

$2,000,000 of the year’s business has 


Zart has employed. 

Group business has 
more remarkable gain. The past year 
has seen the group in this agency 
tripled. During November it was the 
leading office of the Aetna Life on the 
point system which the company has 
adopted for the gauging of the efforts of 
its group specialists. Al Brodie and 
Mike McGinley are the group men lo- 
cated at Cincinnati. They received a 
warm letter of congratulation from Vice 
President E. C. Cammack on their 
work. Mr. Cammack is in charge of the 
group business for the company at Hart- 
ford. 


shown an even 


Isaac Miller Hamilton, president of the 
Federal Life, who has been spending 
the past month in southern California, 
left Los Angeles Monday on his return 
trip to Chicago. While in Los Angeles 
Mr. Hamilton visited his sister, Mrs. 
William Moore of Hoopeston, Til., who 
has ‘been living in that city for several 
months, and was also entertained for a 
number of days at Mission Inn, River- 
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side, by Mr. and Mrs. Charles J. O’Con- 
nor of Colton, who are old Illinois | 
friends. 








LIFE AGENCY CHANGES || 








POWELL IS GIVEN GEORGIA 


State Mutual Life Announces the Ap- 
pointment—Benjamin Neely is Re- 
tiring from the Position 


Henry M. Powell of Atlanta has been 
appointed general agent in Georgia for 
the State Mutual Life to succeed 
Benjamin Neely, who is giving up gen- 
eral agency work to devote his time ex- 
clusively to his large personal clientele. 
The headquarters of the general agency 
will remain in the Healey building, 
\tlanta. 

Mr. Powell served abroad as regi- 
mental sergeant major, 332nd Artillery, 
séth Division. After the war he was 
associated with the Red Cross, having 
been financial agent of its southern divi- 
sion until June, 1921, when he gave up 
that position to enter the life insurance 
business. From the start he was suc- 
cessful, securing at least one application 
a day during his first four months in 
the field, and-he never failed to secure 
at least one application a week so long 
as he was in the field. After he had 
served the Southern States Life some 
time as agent and general agent, he be- 
came superintendent of agencies, which 
position he has resigned to become the 
representative of the State Mutual in 
Georgia. ; 


CANADA LIFE APPOINTMENT 





Herbert M. Jones Becomes Manager of 
the Office Recently Opened in 
New York City 





The Canada Life, which was re- 
cently licensed in New York, has ap- 
pointed Herbert W. Jones manager of 
its offices in New York City. Mr. Jones 
assumed his new duties Dec. 13, reliev- 
ing Inspector R. G. McDonald of the 
home office, who has been temporarily | 
in charge. Mr. Jones was for some 
vears in charge of sales for the Tobacco 
Products Company in the Pittsburgh 
territory. He first entered the insur- 
ance business with the Edward Allen 
Agency in New York of the New Eng- 
land Mutual, and by the end of his 
two year’s connection with the agency 
had become one of its leading producers. 
Then he became a member of the Goul- 
cen, Woodward. Cook & Gudeon agency 
of the Connecticut General, serving as 
manager of production and group in- 
surance for more than four years. In 
1925 he produced $7,000,000 of group, 
about $3,000.000 of salary budget and 
also large amounts of brokerage busi- 
ness for the agency. For the past year 
Mr. Jones has been associated with the 
Hart & Eubank agency of the Aetna as 
assistant production manager in the 
brokerage department. 





Charles E. Hunt 


Charles E. Hunt, formerly a partner 
with D, E. Henderson in the Hunts- 
ville, Ala., agency of the Atlantic Life, 
has returned to that agency as man- 
ager of its estate planning department. 
The past year he has been representing 
another ,company in Jacksonville, Fla. 
He has been a very successful personal 
producer and has made a careful study 
of the application of life insurance to 
the problem of estate building. 





George B. Schwieger 


George B. Schwieger has been ap- 
pointed agency supervisor for the Mon- 
tana Life in the inter-mountain_ field, 
consisting of Colorado, Utah, Idaho, 
Montana and Wyoming. He will have 
his headquarters at the home office. Mr. | 























A Vital Partnership 


HERE is no partnership more important 
than the ties that bind father and son. 


Dissolution of this partnership through the 
death of either of its members brings disastrous 
effects. The father’s death means for the son 
uncompleted plans, doubtful companionship, 
broken ideals and in many cases an uninteresting 
career. The death of the son means the sudden 
collapse of a day by day investment and a direct 
financial blow. 


Both father and son are protected through 
the new Lincoln National Life Juvenile Policy 
which assures the boy’s education whether the 
father lives to see him through college or not 
and furnishes a shock fund if the son is taken 


by death. 


The Juvenile Policy. is issued on the Ordi- 
nary Life; Twenty Payment Life; Twenty, 
Twenty-five and Thirty Year Endowments and 
Terminal Endowments maturing at ages sixteen 
to twenty-one inclusive. Waiver of further pre- 
miums in event of death or disability of the 
father is provided by the Payor feature. 
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‘‘Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Ind. 


More Than $450,000,000 in Force 
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Schwieger is an experienced life insur- 
ance man, having been with the former 
Idaho State Life and the Occidental 
Life. Prior to joining the Montana Life 
he was general agent for Occidental Life 
at Lewiston, Idaho, going with that 
company when it purchased the Idaho 
State Life. 


S. J. Fooshee 


Announcement has been made of the 
dissolution of partnership in the firm 
of Fooshee & Hastings of Houston, 
south Texas managers for the Texas 
Life of Waco. The office is now taken 
over by S. J. Fooshee and the business 
will be carried on under his name. 

Mr. Fooshee has been in Houston 
three years, having gone there from 
Dallas, and in that time the office has 
developed a $6,000,000 business. He has 
been with the company for 13 years. 


E. G, Randall 


E. G. Randall, who has been district 
manager at Long Beach, Cal., of the 
Lincoln National Life, has been ad- 
vanced to supervisor of agencies for the 
same company in southern California. 


F. J. Blose 


F, J. Blose has been appointed super- 
intendent of city territory for the west- 
ern Ohio agency of the Union Central 
Life at Dayton, O. He has had a wide 
business experience. He was formerly 
private secretary to E. A. Deeds, gen- 
eral manager of the National Cash 
Register Company and afterwards filled 
an important position with the Delco 
organization. 


Samuel “W. Alderson 


Samuel W. Alderson of Dallas, Tex., 
who has been state manager for the 
Travelers has become agency supervisor 
for the Continental Assurance of Chi- 
cago, taking quarters in the Central 
Bank building. 





Franklin Life Appointments 


Williams & Nelson succeed J. B. Reed 
as general agent of the Franklin Life at 
Knoxville, Tenn. M. D. Page has been 
appointed general agent at Nashville. 
Clare M. Findlay is made general agent 
at Grand Rapids, Mich.; Theo. J. Mil- 
ler, Jr., is made general agent at Dixon, 
Til. 


J. R. Volk 


J. R. Volk has returned to the Mer- 
chants Life of Des Moines and will 
develop business in South Dakota. He 
formerly represented the company in 
North Dakota. 


J. F. Hall 


J. F. Hall, who has been connected 
with the Mutual Life at Memphis, be- 
comes district manager, succeeding P. 
H. Lowrey, who has been appointed 
manager at Louisville. 


D. J. Hanna 


The Bank Savings Life of Topeka, 
Kan., has been licensed in California. 
D. J. Hanna of Glendale will act as gen- 
eral agent. 


Life Agency Notes 


Waldemar Briedster, captain of the 
football team at West Point in 1922, has 
been appointed as a field assistant in the 
life, accident and group department of 
the Milwaukee office of the Travelers. 

Le Roy Lewis, until recently with the 
Guardian Life, has joined the sales staff 
of the Indianapolis, Ind., branch of the 
Missouri State Life and for the present 
will specialize on accident and health 
production. 


Glenn W. McDowell has joined the Des 
Moines general agency of the Phoenix 
Mutual Life, under Manager D. 
Bowles. He will remain at the Des 
Moines office until March, when he goes 
to the Hartford office to take a special 
training course. 

Merle Loder, formerly district man- 
ager for the Security Mutual Life of 
Sioux City, has resigned and purchased 
a half interest in the H. D. Coe gen- 


eral insurance agency of Lincoln, Neb., 
which will hereafter be known as the 
Loder-Coe Agency. 


Mr. Coe and Mr. 


Loder were former classmates in the 
University of Nebraska, and the former 
opened his agency two years ago, after 
four years’ service in the insurance de- 
partment of a trust company. 

Joseph S. Fireng, who has been one 
Secretary Dette’s most active field as- 
sistants in the Pennsylvania Federation 
work, has been appointed manager of 
the income and life insurance depart- 





ment of William M. Goodwin’s agency 
and brokerage office in Bethlehem. Mr. 
Fireng will handle all forms of accident 
and health coverage as well as life. The 
Pacific Mutual is the underwriting com- 
pany. 

Carter, MacDonald & Miller, Seattle, 
have inaugurated a life insurance de- 
partment in connection with the firm’s 
other insurance activities. 
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COMBINATION PLAN ADOPTED 





Massachusetts Institute of Technology 
Covers Faculty With Pension and 
Group Life Insurance 





BOSTON, Dec. 15.—The Massa- 
chusetts Institute of Technology an- 
nounces the adoption of a pension plan 
combined with group life insurance for 
the benefit of its faculty which is of 
unusual interest as being the first suc- 
cessful attempt to create such a pension 
plan under a special law passed in Mas- 
sachusetts some 16 years ago. Several 
attempts have been made through the 
years to apply the plan to institutions 
and plants but because of lack of co- 
operation or actuarial defects and con- 
flict with the insurance laws, none ot 
the attempts was successful. 

Through the efforts of Edward E. 
Rice of Boston, a specialist in pension, 
savings and group insurance, the law 
has been made to apply to a pension plan 
for the Massachusetts Institute of Tech- 
nology, after some three years’ work. 
Under the terms of the pension plan 
each eligible professor and instructor is 


der a group contract which has been 
written with the John Hancock Mutual 
Life. The ‘plan is contributory, each 
member of the faculty contributing 5 
percent of his salary while the Institute 
also contributes 5 percent. Three per- 
cent of the Institute’s contribution goes 
into the direct pension fund while 2 per- 
cent goes to buy the insurance under 
the group plan. : 

The important point about the insur- 
ance is that it guarantees to the pro- 
fessors and instructors who die prior to 
reaching the pension age, a_ specific 
amount of cash which in addition to 
their own contributions may provide for 
their dependents a yearly income to off- 
set, in part, the loss caused by \death. 
Provision has been made so that the 
professors and instructors now under 
the Carnegie Fund plan will be able to 
supplement the benefits of that endow- 
ment through a combination of the two 
plans, placing all on an equal footing 
relatively. 


Newark Agents Met 


The Philadelphia Life’s newly ap- 
pointed general agency for northern New 
Tersey, at Newark, “Faulhaber & Heard, 
Inc.,” called a meeting of the staff last 
week in honor of the visit of Manager 
of Agencies A. M. Hopkins and Super- 
visor Burns E. Derflinger. Louis O. 
Faulhaber, the senior member of the 
agency, introduced Manager of Agen- 
cies Hopkins. Mr. Hopkins told the 
newly appointed men in the agency 
something of the history of the Phila- 
delphia Life, its practices and its home 
office ideas and ideals. William N. 
Heard of the agency made a talk and 
Mr. Derflinger was then called upon 
and made an address which was heartily 
applauded. The supervisor, who works 
in the Newark department, is Charles 
A. Steadman. Mr. Steadman also spoke, 
telling the men of the home office at- 
titude on newly acquired business and 
toward the men who carry its rate 
books. This agency only started as the 
general agents for the Philadelphia Life 
for northern New Jersey the first of 
October, and their records have been 
very fine indeed. They have, connected 
with their agency, 125 men, who will 
take on the life end of the business, as 
well as the other lines. 








entitled to an insurance of $5,000 un- | 
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OPERATION NOT ACCIDENTAL 


Death from Hemorrhage as Result of 
Surgical Case Not Covered by 
Double Indemnity 


CINCINNATI, O., Dec. 15.—The 
United States district court here last 
week in a case brought by Mrs. Anna 
K. Pope against the Prudential, held 
that when a man submits to an opera- 
tion, and an accident, such as the rup- 





ture of a blood vessel, occurs in the 
course of the operation resulting in his | 
death, his beneficiaries are not entitled | 
to recover under the double indemnity | 
clause of a life insurance policy. In this | 
case the insured, Riffe Pope, carried 4 
policy for $20,000 in the Prudential with 
the double indemnity clause. An opera- 
tion became necessary to remove a stone 
from his kidney, but immediately after 
the operation a blood vessel burst and 
the patient died of hemorrhage. 

Judge Hickenlooper ruled that a hem- 
orrhage cannot be considered as acciden- 
tal. He said that it is not the cause of 
death, according to the policy, that must 
be accidental, but the cause of the in- 
iury to the body that must be acciden- 
tal and that that injury to the body must 
cause death. The court pointed out that 
all operations are serious and that if a 
man goes through an operation the peg- 
formance by a surgeon is the same as if 
he were doing it himself. If he dies as a 
result of the normal course of the oper- 
ation, there is no element of accident as 
intended by the policy. 

It is stated that the case will be taken | 
to the court of appeals. 


Bond Trial Starts 


CHARLESTON, W. Va., Dec. 15.— 
Judge Black ordered a postponement 
until Jan. 31 in opening the trial yes- 
terday of John C. Bond, state auditor 
and insurance commissioner, suspended 
from office by Governor Gore and now 
on trial under indictments charging lar- 
ceny, embezzlement and forgery involv- 
ing state appropriations under his con- 
trol. Defense attorneys said Mr. Bond 
was confined to his home convalescing 
from malaria incurred during his trip 
to Texas last October and that the strain 
of the trial now would endanger his 
life. Dr. Ireland testified but the pros- 
ecution was not satisfied and Judge 
Black suggested further medical inquiry. 
Physicians testified that it would be 
hazardous to bring Mr. Bond into court 
at this time and the postponement was 
accordingly ordered. 


Endows Church with Insurance 


Congressman Martin L. Davey of 
Ohio has taken a five-year endowment 
policy for $50,000, payable by assignment 
to a trust company which will adminis- 
ter the funds for the construction of the 
John Davey Memorial Church of Christ 
(Disciple) at Kent, O. Congressman 
Davey wanted to foster the work of the 
church and to honor his father, who, be- 
cause of adverse- circumstances did not 
learn to read until he was 21. Congress- 
man Davey said that. his father first 
learned to read a New Testament and that 
he never forgot the lessons he learned 
from it. Congressman Davey could not 
afford to give $50,000 in a lump sum, but 
by spreading it out over five years, he is 
able to make the contribution. In the 
meantime the church is to raise an equaf 
amount, making a total of $100,000 avail- 
able. By taking the endowment policy 





the church is assured of receiving the 


contribution whether the donor lives or 
dies. 

The policy was issued by the Union 
Central Life through R. Bowen, 
Cleveland district agent of the North- 
western Mutual. The policy could not 
be issued in Mr. Bowen’s own company, 
because Congressman Davey already 
carries the limit the company will write. 
Mr. Bowen has sold Mr. Davey all of 
the policies that enter into his $1,000,000 
insurance estate. 


Appeals From Barfod’s Action 


The Modern Woodmen of America 
has filed an appeal in the Dauphin 
county court, Harrisburg, Pa., from the 
action of Einar Barford, Pennsylvania 
insurance commissioner, who revoked 
its license. The court has recognized 
the appeal and has asked the insurance 
commissioner to show within ten days 
why the authority was revoked and why 
the court should not reverse this revoca- 
tion order. Pending the final determina- 
tion of the appeal, the organization can 
continue to operate in the state. 


Distributors Are Insured 


The Equitable Life of New York has 
written a $10,000,000 group policy for the 
Consolidated Dairy Products Company 
at Long Island City, L. I., covering 1,000 
distributors of the company’s ice cream. 
The amount of individual insurance may 
reach a maximum of $10,000. The ini- 
tial sum will be $2,000, with additions of 
$500 each year. 


Holcombe Is Philadelphia Speaker 


John Marshall Holcombe, director of 
the Life Insurance Sales Research Bu- 
reau, was the principal speaker at the 
December luncheon of general agents 
and managers. About 50 managers were 
present. 

Mr. Holcombe cautioned those pres- 
ent to “spend as much time and thought 
in preparation as you do to sell life 
insurance. The great army of 60,000 
who leave the business each year is fed 
largely by managers who do not sell 
the business properly to the man when 
he comes into it. Tell him exactly how 
hard it is, the discouraging things he'll 
meet and try to show him actually what 
he is going up against. Then sell him 
the business advantages and if he de- 
cides to come into it, he’s more liable 
to stay. That load of 60,000 is a ter- 
rific one for you managers to carry.” 





Talks Before Optimists Club 


The value of life insurance in creating 
an estate was pointed out by William 
H. Stanley, representing the Buffalo life 
underwriters, in an address Monday 
noon before the Optimists Club of Buf- 
falo. His talk was the first of a series of 
addresses of an _ institutional nature 
which the association is presenting, on 
the property value of life insurance, be- 
fore luncheon and business clubs of the 
city. 

Speaking on “Creating Estates by 
Contract,” he said that such an invest- 
ment was secure, assured fair income 
return, was permanent and marketable, 
at low cost. Insurance agents have 
greatly improved over their services o! 
past generations, he said, offering today, 
sound advice to the insured on the eco- 
nomic investment and distribution of life 
insurance. 


Lyter Was Agency Speaker 


At this week’s meeting of the P. M. 
Fraser New York agency of Connecticut 
Mutual Life Fred O. Lyter, agency as- 
sistant of the home office, discussed the 
subject of program insurance. The av- 
erage agent’s objection to the use ot 
programing, he said, is that it requires 
a great deal of time which he is ill 
disposed to give it. He declared that 
program insurance is nothing more or 
less than the application of common 
sense to an individual’s insurance needs. 
It can be as simple or as complicated as 
desired so long as it covers all funda- 
mental needs. Mr. Lyter also discussed 


the use of letters in securing insurance 
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prospects and the use of charts in dis- 
covering and determining § insurance 
needs. 


that it always reaches the prospect di- 
rectly. 


Brotten Turns Down State Offer 


Church Brotten of Cincinnati, who re- 
signed as deputy state auditor of Ohio 
some time ago to become secretary of 
the Federal Union Life of Cincinnati, 
has declined to resume his old position, 
as requested by Auditor J. T. Tracy, and 
Harry D. Silver of Eaton has been 
named to fill the position. 





Agency Meeting in Pittsburgh 
L. S. Brown, general agent at Pitts- 
burgh for the Pan-American Life, called 
his agents together in convention at the 
William Penn hotel. C. D. Corey, su- 
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! 
A letter, he said, must first of | 
all express the agent’s individuality and | 
personality and it also must be so used { 


| perintendent of agents and J. E. Wood- 


ward, secretary, were present from the 
home office. Mr. Brown presided at the 
meetings. 

Mr. Corey gave an address on sales- 
manship and another on “A Good Way 
to Sell Pan-American Policies.” Mr. 





| Woodward spoke of home office prac- | 


| tices and selection. 


Several interesting 
talks were also made by the different 
members of the agency. 





Western Michigan Agents Meet 


The annual banquet and get-together 
meeting of western Michigan agents of 
the ‘Northwestern National Life, held 
Saturday in Grand Rapids, brought to- 
gether practically all of the company’s 
representatives in the territory. O. J. 
Arnold of Minneapolis, president of the | 
company, was the principal speaker at | 
the dinner which closed the all-day con- | 
ference. 
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NEBRASKA AGENTS GATHERED which was primarily for fire insurance in 





Conference in Omaha with R. E. 


Over 100 New York Life Men Held | 
Whitney 





OMAHA, NEB., Dec. 14.—Well over | 
| 
the New York Life held their annual 
convention here last week, with Robert 
E. Whitney of Chicago, inspector of | 
agencies of the central department, in | 
charge. The meeting was an enthusias- 
tic one, with interesting sales talks from 
a number of the district’s leading pro- 
ducers and veteran underwriters. Charles 
F. Schrempp of Omaha, who led Ne- 
braska for October and November with 
$106,000, spoke on “Budgeting Your 
Time.” Mrs. D. M. Rimerman of 
Omaha, the star lady producer of Ne- 
braska, who has led the women agents 
for the past five years, spoke on “The 
Prospect File—Adding Live Ones and 
Cremating the Dead Ones.” A talk on 
“The Value of the Ten Application a 
Month Program” was given by 
Norton of Chadron, who has consist- 
ently produced ten or more applications 
a month for the past 33 months. 

There were talks given by four of the 
veterans of the Nebraska field, these 
senior Nylics being E. E. Zimmerman 
of Omaha, who has completed 29 years 
ot service; George W. Phelps of Norfolk, 
who has completed 24 years; F. L. 
Campbell of Omaha with 32 years and 
I. C. Freet of York with 20 years. Mr. 
Whitney concluded the program with a 
talk on “Our Opportunity,” telling the 
men of the opportunity to extend a serv- 
ice to every home and to society in gen- 
eral which will mean protection in old 
age for a home, mother’s influence and 
hetter education for the children of to- 
day, the men and women of tomorrow. 


Seek St. Louis Swindler 


St. Louis police have been requested 
to apprehend a swindler who preys on 
widows or other relatives of persons re- 
cently dead. The St. Louis office of 
the Equitable Life of New York made 
the complaint against the man. 

In the past three weeks eight persons 
have appeared at the Equitable’s offices 
Saying that a man approached them 
after the funeral of a relative, explain- 
ing that the deceased person had a pol- 
icy with the company on which there 
were some “back premiums” due. He 
would then explain that if these pre- 
miums, amounting to about $7 or $8, 





were paid they could call at the com- | supervisor and various other local in- 
| surance men, as 


pany’s offices and collect the insurance. | 

To Establish Chicago Club 

Life underwriters of Chicago are being | 
urged to affiliate with the Insurance 

Club of Chicago, which is a general club 


of imsurance men in all branches, fire, | Life of New York established a new 


casualty record in November when it paid for 


and life. The organization 


| being sought to cooperate in this proj- 


100 agents of the Nebraska branch of | as soon as enough life underwriters have | 


| the attendance at the sessions. 


lect since the trust company has failed. 


its early days has now expanded to 
cover all -branches. It is now estab- 
lishing permanent club headquarters in 
the Great Northern hotel with lounge | 
and luncheon facilities and life men are 


ect. The club has announced that it will 
elect a vice-president of the life division 


joined the organization to warrant this | 
addition. 
J 


Litigaticn Over Securities 


} 

While there may be some litigation | 
involving the securities of the Centrai | 
West Life of Topeka, growing out of | 
the failure of the American Title & | 
Trust Company of Kansas City, Kan., 
the affairs of the insurance company are 
not seriously involved and the litigation 
is not expected to affect that company. 

The Central West was recently or- 
ganized. In order to hasten the time | 
when the company could actually begin 
business four of the directors borrowed 
over $30,000 from the American Title 
& Trust, giving notes secured by their 
stock in the insurance company. The 
trust company then issued six months 
certificates of deposit. 

As the Kansas department objects to 
time certificates as a deposit for reserves 
and advised the Central West that they 
would not be acceptable, the certificates 
were exchanged for municipal bonds. 
These bonds were then turned over to 
the company as pavment in full for the 
stock the four directors owned and 
the bonds are deposited as the property 
of the company. The holder of the 
certificates is threatening a suit to col- 





Court Rejects Plea for Refund 


Refunds on license fees paid under 
protest by the New York Life and the 
Mutual Life of New York to the state 
of Wisconsin have been refused by the 
Wisconsin supreme court according to a 
decision given last week. The compa- 
nies held that the fees were paid illegally 
on account of premiums received in the 
state. It is reported that the refunds 
would have amounted to $20,000. 


Opens Sales School 


Russell G. McBride, general agent for 
the Massachusetts Mutual Life at Des 
Moines, in charge of the central lowa 
field, is opening a life insurance school 
of instruction Jan. 3, Monday night ses- 
sions to be held through the winter 
months. Mr. McBride will have charge 
of the school and will be assisted by his 


well as some outside 


talents. No charge is being made for 


Set New November Record 
The Chicago office of the Equitable 











You may believe there is nothing 
new under the sun, but after con- 
sidering our General Agency 
proposition you may not be so 
sure about it. 


HE Gem City Life was or- 
\ ganized in 1911. For over 
—& 15 years the company has 
had a steady and satisfactory 
growth. Old enough to have se- 
cured valuable underwriting ex- 
perience — big enough to have 
financial stability—young enough 
to have high ideals and great am- 
bition, and small enough to be 
able to maintain a personal con- 
° tact with its agents. The Gem 
City Life is an ideal organization 
in which you will find all the 
good things you have been seek- 
ing in a company. 











General Agency Openings in 
West Virginia, Georgia, Ala- 
bama, Louisiana, S. E. Ohio 


The GEM CITY LIFE 


INSURANCE COMPANY 
Dayton - - Ohio 











| I. A. MORRISETT, Vice-President 








NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON MASS. 


Chartered 1835 Organised 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a Duty and Enjoy a Privilege 


Do Our Standards Appeal To You? 
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We heve openi: in Ala., Ark., Dele., D. C., Fia., Ga., Ill., Ia., Kans., Md., Mich, 
— “ics., N. M. WN. C.. Okla., 8. D.. W. Ve. and Wyo. 


Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 








Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. , 
Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B R. NUESKE, President 

















30 THE NATIONAL UNDERWRITER 








December 17, 1926 











— 
—— 


| wauce IS THE LOWEST 
| COST COMPANY? 


Perhaps no company can claim to-have the Lowest Cost 
on all form of policies at all ages and for all durations, but 
the net cost of our “SPECIAL FIVE” is very unusual. 
Compare our cost on this policy with that of Government 
Insurance or with that of the lowest cost company you 
know of. 


The Preferred Risk $5,000.00 Special 


Ordinary Life, $5,000, Age 35, Premium $106.50— 
Dividend first year $17.25 , 
(contingent upon payment of second premium) 
Net Cost First Year $89.25 or $17.85 per thousand! 


or DOES THIS STRIKE YOU? IT IS GOING OVER 
BIG! 


PERFECTED ENDOWMENTS return the savings in addition 
to the face of the policy at death. The forfeiture of the excess pre- 
miums over the ordinary life premiums is avoided. 


CHILD’ ENDOWMENTS issued from Age One Week up, with 
Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 


The improved GOLDEN RULE AGENT'S CONTRACT gives— 


VESTED RENEWALS, 
UNRESTRICTED TERRITORY, 
AUTOMATIC PROMOTION. 


Everything any reasonable man could want is yours for the 
asking if you are the right kind of man. 


The Columbus Mutual Life 


Insurance Company 
580 E. Broad Street 
Columbus, Ohio 


C, W. Brandon, President 




















D. E. Ball, Vice-President and Sec’y. 
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We have opportunities for Agents in 
Arkansas, Illinois and lowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 











| its charter by virtue of the period of 55 


| 


| 





$5,946,000, a gain of $920,000 over the 
largest previous November. This brings 
the total for,the Chicago branch for the 
eleven months to $68,000,000, a gain of 
$2,000,000 over the entire 1925 business. 
The Chicago agency expects to bring the 


total to $75,000,000 for the year. In No- 
vember the A. E. Patterson agency led 
with a total paid business of $1,268,298. 
The P. L. Girault agency was second 
with $900,000 and the P. B. Hobbs 
‘agency was third with $800,000. 











IN THE SOUTH AND SOUTHWEST 








WOULD FORFEIT OLD CHARTER 


Texas Raises Questions as to Legality 
of Company Operating Under 
Old Special Enactment 


AUSTIN, TEX., Dec. 15.—A case of 
interest to insurance people and of im- 
portance to holders of old Texas char- 
ters granted by special acts of the legis- 
lature was called in the Travis county 
district court last week and trial post- 
poned to Dec. 17. It is styled State of 
Texas vs. Bankers Life of Dallas in 
which the state is seeking to forfeit a 
charter granted by special act of the 
legislature more than half a century ago, 
which would automatically stop the pres- 
ent company from operating. The Bank- 
ers Life of Dallas came into possession 
of the old charter and in seeking to 
forfeit it the state through Attorney 
General Moody and Assistant Attorney 
General Cousins, raises three primary 
questions: 

1. Whether the individual stockhold- 
ers claiming to own and undertaking to 
operate the Bankers Life have connec- 
ted themselves with the Texas Mutual 
Life of which they claim to be suc- 
cessors in such a manner as to estab- 
lish corporate identity; and if not, then 
can the state take advantage of their 
failure to do so and require them to 
cease the operation of the corporation? 

2. Did the Texas Mutual Life forfeit 


years of non-use of its corporate fran- 
chises and privileges, and if so, can the 
state take advantage of the non-use after 
it has resumed operations under its 
charter? 

3. Do the regulatory provisions of 
the present statutes apply to casts of 
corporations organized under = special 
charters prior to the constitution of 
1876, and if so, is the penalty for viola- 
tion of such laws a forfeiture of the 
charter? 


Florida Company Pays Big Claim 


Beneficiaries of D. P. Davis, developer 
of Davis Islands at Tampa and Davis 
Shores at St. Augustine, Fla., who was 
drowned when he fell overboard from 
the Majestic in mid-Atlantic Oct. 13, 
Friday received from the Victory Na- 
tional Life of Tampa two checks for 
$250,000 and $38,000. Both policies had 
been taken out with the Victory Na- 
tional in December, 1923. The claims 
were paid immediately upon receipt in 
Tampa of formal proof of death from 
the British admiralty. 

Mr. Davis is known to have had $450,- 
000 in life insurance, and was probably 
one of the most heavily insured men in 
Florida. The net retention of the Vic- 
tory National was only $5,000, this be- 
ing the maximum allowed: to any single 





applicant. The rest was placed with 
companies with which the Victory Na- | 
tional has reinsurance connections. 








THE SECURITY LIFE INSURANCE CO. OF AMERICA 


0. W. JOHNSON, PRESIDENT 


cts aI Over Six Million 


Paid Policyholders since organization. ..... . Ee os do whaleanll Five Million 
WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


: Address S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, IIL. 











TO HAVE AGENCY INSTITUTE 





Home Life of Little Rock Arranges 
for a Course of Instruction 
at Head Office 


The Home Life of Arkansas holds 
its annual ogency institute at the head 
office Jan. 10-14. This is a unique pro- 
gram of instruction. Afternoons will lx 
given to conference and recreation. The 
course for the five day period is as 
follows: 


Course I 


(a) The A B C's of Life 
(Five days—9 to 9:40 a. m.) 

This course is planned for new agents 
and prospective agents and it will give 
a comprehensive survey of the history 
and development of the institution of life 
insurance, thus arriving at a clear 
understanding of the character and ex- 
tent of the business. It will show what 
life insurance is and what it does. 

Instructor—V. L. Thompson, advertis- 
ing manager. 

(b) Agency 
9 to 9:40 a. m.) 

This course is planned for experienced 
agents and will be conducted simultane- 
ously with the course outlined above. It 
will deal with the fundamentals of 
agency building such as the _ selection 
and training of men, financing an 
agency force, public relations, ete It 
will aim to prepare men to undertak« 
the responsibility of district and gen- 
eral agencies for the Home Life 

Instructor—J. J. Harrison, vice-presi- 
dent and agency manager. 


Insurance 


Building. (Five days 


Course Il 


The Selling Interview. (Five days 
9:40 to 10:30 a, m.) 
This course will be attended by all 


members of the Institute and will deal 
with the problem of the individual sale 
The discussions will be largely partici- 
pated in by the experienced agents and 
it will develop, by analysis and demon- 
stration, the technique of the selling in- 
terview from the “Approach” through 
the “Close” and the actual “Delivery” of 
the business. 


Instructor—Fred Poe, agency super- 
visor. 
Course III 
The Plan of Success in the Life Insur- 
ance Business. (Five Days—10:45 to 


11:30 a. m.) 

This course will emphasize the funda- 
mentals of procedure in the life insur- 
ance business and will lay down specific 
plans for the day's work, the month's 
work and the year’s work by the follow- 
ing of which any man of fair personality 
may hope to succeed. It will present 
what our successful men have agreed is 
the “automatic guarantee of success.” 

Instructor—J. J. Harrison, vice-presi- 
dent and agency manager 


Course IV 


Hell and Help from the Home Office 
(Five days—12 to 12:30 m.) 

This course will deal with home offic« 
procedure insofar as it relates to the 
work of the agent and it will make cleat 
the use of the various forms and instru 
mentalities furnished from the home 
office. 

Instructor—W. F. 
secretary. 


Galloway, assistant 


Course V 


More “Coin” on Fewer Acres. (Five 
| Gays—11:30 to 12 a. m.) 

This course will deal with the prob 
lem of planting life insurance ideas i} 


the minds of the people of your territory 
through the use of publicity and adver- 
tising. 

Instructor—V. L. 
ing manager. 


Thompson, advertis- 


Talk Life Incurance to Teachers 


Dr. E. G. Simmons, vice-president and 
general manager; S. E. Allison, actuary. 


}and Miss B. B. Macfarlane Louisiana 
supervisor, of the Pan-American Life, re- 
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—— 
cently visited Alexandria to attend a 
meeting of the State Teachers Associa- 
tion. Dr. Simmons spoke on group in- 
surance and the child's educational 
endowment and Mr. Allison gave a talk 
to a group of the teachers on the same 
subject. : 
During their stay in Alexandria they 
held a meeting of central Louisiana 
agents, at which General Agents F. L. 
Barrow, D. Pate Gerald, John Gamble 
and Mrs, Audye Tuttle were present. 


In addition to these general agents ten | 
| capitalized at $200,000. 


or 12 of the company’s field representa- 
tives attended. 


Pan-American Kentucky Meetings | 


C. D. Corey, superintendent of agents 
of the Pan-American Life, visited the 
Gaunt & Harris agency in Louisville on 
his recent trip to the north. J. L. Strick- 
land, who is in charge of the life insur- 
ance department of the agency, called 
the agents together for a luncheon-meet- 
ing, when the company’s plans for 1927 
were discussed and the new policy con- 


tracts the company will shortly issue 
were explained and commented upon. 
Albert T. Day, general agent at Lex- 


ington, Ky., also held a meeting of his 
agents there. Mr. Corey, superin- 
tendent of agents, was present from the 
home office. 


Rules on Insurance Taxation 


C. H. Morrissett, 
sioner of Virginia, has ruled that under 
the inheritance tax law of Virginia the 
proceeds of life insurance policies pay- 


state tax commis- | 





able to named beneficiaries are not tax- | 


able, but proceeds of life insurance pol- 
icies payable to executors, administra- 
tors, etc., are taxable the same as any 
other part of the estate of the decedent. 


New Companies at Little Rock 


Two new Negro life companies have 
been incorporated at Little Rock, Ark. 
The Premier Life has capital of $200,000, 
and the officers are: President, A. E. 
Bush; vice-presidents, L. L. Powell, S. J. 
Elliott and Lennie R. Bargvh;: secretary, 
J. G. Ish, Jr.; treasurer, H. A. Powell. 

Officers of the Century Life are: John 
L. Webb, Hot Springs, chairman of the 
board; A. E. 


Bush, Little Rock, presi- | 


dent; L. L. Powell, Montgomery, Ala.; 
S. J. Elliott and Lennie R. Bargyh, 
Little Rock, vice-presidents; J. G. Ish, 
Jr., Little Rock, secretary; H. A. Pow- 
ell, Little Rock, treasurer; B. G. Olive, 
Little Rock, agency director; Dr. G. W. 
S. Ish, Little Rock, medical examiner; 
B. G. Clanton, Chicago, general attor- 
ney. 

The home office will be located in Lit- 
tle Rock with branches in cities through- 
out the country. The company will op- 
erate on the legal reserve plan and is 


Pushes Insurance During Depression 


Convinced that protection afforded by 
life insurance is an essential when con- 
ditions are not at their best, Wilson Mal- 
loy, general agent at Cheraw, S. C., for 
the Atlantic Life, rolled up his sleeves 
and went to work with the result that 
within 60 days he wrote and paid for 
a total of $422,000 insurance on seven 
lives. He operates in a section seriously 
affected by the cotton situation. In ad- 
dition to that nice volume of business 
already on the books of his company, 
it is understood that he has for deliv- 
ery or in prospect more than $300,000 
of business .which will undoubtedly be 
placed before the close of the year. 


Agent Took Note, Bound Company 


In an Arkansas case recently decided, 
where the company’s general agent was 
clothed with authority generally to 
transact the company's business, to col- 
lect premiums and accept notes to him- 
self in lieu of cash, held that he was 
authorized to bind the company by ac- 
cepting notes in lieu of cash and when 
he accepted a note and waived cash 
payment, the company was bound by 
his act, whether he ever paid the com- 
pany or not. People’s Life Co. vs. Britt, 
Superior Court, Arkansas. 





Company Conventions in Dallas 


The Southwestern Life will hold its 
annual convention in Dallas, Dec. 22. 
Agents of the Great Southern Life will 
meet there January 6-8. About 300 
delegates are expected at each conven- 
tion. 








PACIFIC COAST AND MOUNTAIN FIELD ~ 








DISCUSS 


Salt Lake City Agents Show Deep In- 
terest in Address Given 
by Banker 


SALT LAKE CITY, UTAH, Dee. 15. 
—Questions fell thick and fast 
monthly luncheon-meeting of the Utah 
Life Underwriters Association here last 
week, following an address by Edward 
Judd of the Utah Savings & Trust, Co. 
of this city. President Walter Payne 
of the association, a local official of the 


at the | 


INSURANCE TRUSTS | 


estate other than the insurance in the 
care of the trust company, he said. 


Served Breakfast to Agents 


George H. Page, supervisor of the 
southern California department of the 
Western States Life, at the Saturday 


morning agency meeting of the Los An- 
geles branch, served a breakfast to 40 


members and guests in the agency 
room of the branch office. Following 
| the breakfast the tables. were cleared 


ordinary branch of the Prudential, pre- | 


sided at the gathering. Mr. Judd, of 
course, dealt with the subject of trust 
companies and their benefit to the pub- 
lic and their relation to the life insur- 
ance business. He said by a knowledge 
ot the inheritance tax the life insurance 
man and the trust company can do much 
tor the man who has an estate to leave 
behind, especially when his property is 
located in more than one state. He held 
that the present taxing system is wholly 
unsatisfactory and is getting to the point 
ot confiscation. 


Question on Monthly Income 


Jay Johnson, former president of the 
association, asked: “Would you recom- 
mend monthly income insurance?” It 
Was admitted that the trust company 
likes to swell the volume of business 


placed in its care, but. Mr. Judd said he 
was heartily in sympathy with such form 
One could. put all of his 


of insurance. 


| 
| 
| 


| 





for the agency program, which began 
at 10 o'clock. Guests from the home 
office attending the meeting and par- 
ticipating in -the program included 
Judge T. G. Crothers, vica-president 
and general counsel; Thomas A. East, 
assistant secretary, and John W. Pear- 
son, agency secretary, and Clark A. 
Moore, president of the $100,000 Club. 
Prof. Charles A. Gummere of the Uni- 
versity of Southern California gave an 
inspirational address. 


American National in Colorado 
The American National Life of Texas 
has entered Colorado, Leroy Fussell be- 
ing made state manager at Denver 


Trophy Gets Permanent Home 


The volume trophy cup of the West- 
ern States Life, which has been the 
prize in monthly competition among the 
agencies of the company since January, 
1923, found a permanent home Dec. 1 
when it was awarded to the Los Angeles 
branch the third consecutive month. 


George H. Page, supervisor of the south- 
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Your Prospect’s Future 
is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in insurance as well as other lines of 


business. Sell this contract: 
Any natural death........+.06+045 $5,000 
Any accidental death .........+ .+» 10p00 


Certain accidental deaths........ 
Accident Benefits $50 per WEEK. 
(Non-cancellable ) 
Also Disability Income, Watver of 
Premiums, etc. 





ALL IN ONE POLICY 





You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town 
Our Vice President, Eugene E. Reed, will tell 
you all about it. Write him direct . . and 
directly. 








UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord 


[| Inquire! 








New Hampshire 


it 














A Loyal, Efficient Agency Corps 


Back of the success of a life insurance company is a force of enthusiastic men and 
women in the field, following a vocation they like and serving a company in which they 
u t i their own 
individual success stand upon the service their company renders to its constituent mem- 


have confidence and pride. Their value to their respective communities and 


bers—the proving test. 


The Mutual Life of New York, the first American legal reserve mutual life insurance 
company, has for eighty-three years met the pots test of service to its member 
to public service and achievement is 


Today, this Company's high prestige accorde 
upborne and carried on by loyal, efhicient and contented field workers. 


The 


forms insurance (ages 10 to 70) and annuities, both for men and for women; 


ability and Double Indemnity Benefits; policy loans in branch agencies, and all other 


features of service the Company deems justified. 


They take a pride in building greatly upon a great past—a loyal, efficient agency 


corps successful for the Company and for themselves. 


Those who contemplate life insurance field work as a vocation are invited to write to 


The Mutual Life Insurance Co. 


of New York 


34 NASSAU STREET 
NEW YORK, N. Y. 


have unsurpassed contracts and facilities to offer to their public—all standard 
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T. LOUIS HANSEN, Vice-President 


LIFE INSURANCE COMPANY OF AMERICA 
1860 under the Laws of the State of New York 


s@ UNION SQUARE, NEW YORK 
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Security~— 


Life Insurance. 


Newark, N. J. 
Organized 1845 








@ When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has alwavs stood safe and secure 
as a foremost disciple of Pure 


The Mutua! Benefit Life Insurance Co. 














Celebrate With Us 


_ Next June this Company will celebrate its 
Eightieth Anniversary with a great Convention 
in Philadelphia, to be attended by Field represen- 


tatives from all parts of the country. 


The PENN MUTUAL has places for capable, 
hard-working men and women who are devoted 
Contracts 
are satisfactory, and the conditions and atmosphere 
of a Penn Mutual agency relationship are of the 
kind that creates enthusiasm and assures per- 


to the highest ideals of life insurance. 


manency. 


The Penn Mutual Life Insurance Company 


Philadelphia, Pa. 


























Organized 1847 
If If 
Territory does make a difference You are a producer 
If If 
Close co-operation is necessary You believe in yourself 


If If 
A friendly interest is needed 


Write or wire 


You want a REAL job 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 

















INCORPORATED 1871 


LIFE INSURANCE C 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies 
rom $1,000.00 to $100,000.00 
with premiums payable onnualy. semi-annually or quarterly 


a 
INDUSTRIAL Policies up to $1,000.00 









PANY OF VIRGINIA 

















622,575.15 

Insurance in 834,191.00 

Payments to Pol 2,156.76 

Total Payments to ieyholders since Organization.............+.++:- $ 39,176,371.91 
JOHN G. WALKER, Presi 


ern California department, states that the 
Los Angeles branch has won the cup 
six times during the period in which it 
has been the subject of contest, the last 
three wins having been in succession 
and consequently decisive in determin- 
ing permanent possession of the trophy. 





Ireland on Coast Trip 


J. S. Ireland, assistant superintendent 
of United States agencies of the Sun 
Life of Canada, was a recent visitor of 
the local staff at Portland, Ore., on a 
visit to Pacific Coast offices. Mr. Ire- 
land and H. O. Leach, superintendent of 
agencies, alternate in semi-annual trips 
to the United States offices. 


Results from Policyholders’ Month 


Highly satisfactory results from the 
first policyholders’ month of the West- 
ern States Life are reported by R. M. 
Beckley, manager of agencies. The com- 


pany provided attractive literature {o, 
the campaign with return cards enclosed 
with all letters sent policyholders, , 
large number of voluntary replies were 
received at the home office and the tota} 
replies including those received }y 
agents will reach a high figure. Writ. 
ten business for the month will exceed 
| that of November, 1925, by a satisfac. 
| tory margin. 





Wrote Big November Business 


Final tally of the November testi. 
monial drive to President J. Roy Kruse 
shows agents of the California State 
Life submitted nearly 600 applicaions 
for a total of $1,507,930 of new business. 
| This, the agency department points out, 
| was in spite of “torrential rains, foot- 
| ball games, Thanksgiving celebrations 
and delayed arrival of medical exam- 
inations.” There were 148 agents who 
contributed to the total. 




















IN THE ACCIDENT AND HEALTH FIELD 











NOW BEFORE SUPREME COURT 





Important Federal Life Case Again 
Filed for Appeal in Final 
Attempt 





WASHINGTON, D. C., Dec. 15.— 
The United States Supreme Court again 
has been asked by the Federal Life of 
Chicago to review the decision of the 
United States circuit court of appeals 
for the sixth circuit in the case brought 
by Mrs. Jennie M. Rascoe of Nash- 
ville, Tenn., to recover upon a double- 
indemnity accident policy. The Su- 
preme Court refused to review the de- 
cision Nov. 1. This is the important 
case which is being closely watched by 
all disability underwriters and life com- 
panies as well. 

The insured was injured on a rail- 
road train in May, 1922, and the com- 
pany made payments under the double- 
indemnity clause up to January, 1923. 
She later brought suit for a lump sum, 
based upon her expectancy in life, and 
was awarded $21,518.98, with costs. The 
company appealed to the United States 
Supreme Court on the ground that the 
decision allowed damages in excess of 
the amount covered by the insurance 
contract, which provided for periodical 
payments of a specified sum. The court 
refused to grant the review asked. 

In the petition filed last week, the 
company again asserts that by refusing 
to grant a review the Supreme Court 
will be upholding a decision permitting 
damages in excess of interest for breach 
of a contract to pay sums of money 
at stated intervals and under certain con- 
ditions which, it claims, is in direct con- 
flict with the rule laid down by the 
Supreme Court in previous decisions in 
which the limitations of the so-called 
“renunciation” rule are recognized. 





Withdraws Non-Cancellable Form 


The Standard Accident announces a 
withdrawal of all non-cancellable polli- 
cies effective Dec. 15. This comnany 


FORM GROUP DISABILITY BODY 





Important Action Taken by Companies 
Writing This Class of Business 
in New York 





An important step in the development 
of group disability insurance was taken 
last week, when a health and accident 
section was formed by the Group Asso- 
ciation, meeting in New York. A pro- 
posal for this section was made at the 
recent annual meeting of the association 
and this special meeting last week was 
called to consider the constitutional 
amendment necessary to effect the 
change. The change was approved and 
the new section organized, with Walter 
I. King, secretary of the group depart- 
ment of the Connecticut General Life, 
as chairman. E. E. Cammack, vice- 
president of the Aetna Life and secre- 
tary of the Group Association, was 
elected secretary of the health and acci- 
dent section as well. Companies writing 
group accident and health policies, both 
life and casualty, will be eligible for 
membership in the accident and health 
section of the association. Meetings oi 
the two groups, those writing group life 
insurance and those writing group dis- 
ability insurance, will be kept separate, 
pure life companies not being eligible to 
vote on health and accident matters and 
pure casualty companies not being 
eligible to vote on life matters. The 
definite organization of those interested 
in group disability insurance is regarded 
as an important development in this 
branch of the business which is the new- 
est phase of disability insurance. 





PROMOTIONS ARE ANNOUNCED 





Washington Fidelity National Appoints 
Three Assistant Secretaries at 
Home Office in Chicago 





The Washington Fidelity National ot 
Chicago has appointed three new as- 
sistant secretaries, J. L. Loarie, W. A. 





has never pushed its non-cancellable 
business and last year reported pre- 
miums on this form of contract of 
$2,600. 





Gives Long Distance Phone Talk 


Field men of the National Life & Acci- 
dent gathered at Jonesboro, Tenn., and 
representing towns of Arkansas and Mis- 
eouri, heard an address over the long 
distance telephone by E. W. Craig, vice- 
~resident of the comnany, Saturdav after- 
"oon. Mr. Craig spoke several minutes, 
*hen introduced E. B. Stevenson, Jr., of 
“he ordinary depertment, and C. S. Smith, 
‘ditor of “Our Shield,” the weekly nub- 
“Neation of the comnany, both of whom 
“*alked several minutes. 

The agents were enjoving a luncheon 
"nder the direction of Manager Arnett 
tn Jonesboro and were equinped with 40 














head phones to hear the address. 





James and R. J. Wetterlund. Mr. 
Loarie started his insurance career as 
an agent of the Metropolitan Life in 
1909. He had experience as district office 
cashier field clerk and general utility 
man. In 1919 he became special salaried 
clerk with the United States National 
Life & Casualty and a year later was 
promoted to assistant manager of the 
weekly department. In 1924 he was 
made assistant manager of the life de- 
partment and later was appointed man- 
ager of the industrial department of the 
Washington Fidelity National. He will 
assist Vice-President Crawford in look- 
ing after the industrial business-in the 
southern division. , 

Mr. James entered the insurance busi- 
ness in 1903 as district office cashier for 
the Prudential. In 1920 he became audi- 
tor of the Washington Life & Accident, 
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retaining the same capacity with the 
Washington Fidelity National. His main 
work is to assist Vice-President Curtis 
Pp. Kendall in caring for the industrial 
business in the central division. 

Mr. Wetterlund started his insurance 
experience in 1924, as a statistician in 
the home office of the United States 
National Life & Casualty. He now 
works chiefly under the direction of 
Secretary Ramey, his main duties being 
to make up the annual reports of the 
company to the various state depart- 
ments, to secure agents’ and other li- 
censes and to compile material for the 
weekly bulletin published by the com- 


any. 

. The Washington Fidelity National has 
also promoted Theodore Floyd to state 
industrial manager of North Carolina. 
Mr. Floyd started with the Washington 
Life & Accident in 1918 as an agent in 
Chicago. As state industrial manager of 
North Carolina he will have headquar- 
ters at Winston-Salem. 


PLANS FOR CLAIM MEETING 


Place for Annual Meeting to Be Decided 
Early Next Month—Chicago and 
Mackinac Considered 


Company members of the Interna- 
tional Claim Association are now being 
queried by Secretary A. W. Pettit of 
Chicago in regard to their preference for 
the place of holding the next annual 
meeting. President H. S. Bean of the 
association will be in Chicago from Bos- 
ton shortly after the first of the year and 
the place for the meeting probably will 
be definitely determined at that time. It 
is highly probable that the meeting will 
be held in the central west, as three 
meetings out of the last four have been 
held in the east. Many of the eastern 
members, however, are opposed to going 
further west than Chicago. 

There will be a strong effort on the 
part of the Chicago members to secure 
the convention for Chicago. It is pointed 
out that the meeting held in Chicago in 
1924 attracted the largest attendance of 
any meeting that the claim association 
has ever held. The matter was discussed 
informally at the meeting of the Chicago 
Claim Association last week and the ad- 
vantages of Chicago as a meeting place 
were pointed out. 

There has seemed to be considerable 
sentiment in favor of holding the meet- 
ing at Mackinac Island, particularly if 
arrangements could be made for holding 
the summer meeting of the Health & 
Accident Underwriters Conference at 
the same place. The Canadian mem- 
bers are understood to have been espe- 
cially favorable to Mackinac. Some in- 
quiries have been made as to whether 
it would be possible to secure an August 
date at Mackinac, but it is understood 
that the earliest date at which accom- 
modations can be secured there is about 
Sept. 13, and it is felt that it may be 
getting rather too cool for comfort 
there at that time. 

While no formal action will be taken 
by the Health & Accident Underwriters 
Conference in regard to the place of its 
mid-summer meeting until after the 
meeting in Chicago in March, officials of 
the Claim Association will consult with 
the leaders in that organization before 
fixing the time and place for that meet- 
ing, as it is desired to have the two 
meetings as near together as possible, 
in point both of time and location. 


New Kansas Companies 


TOPEKA, KAN., Dec. 15.—Applications 
for charters for two more insurance 
companies are on file with the Kansas 
charter board. The insurance depart- 
ment has approved the names and pur- 
poses for which the companies seek in- 
corporation. In addition to the two new 
charters, the Reserve Life & Accident of 
Kansas City has filed an application for 
authority to inerease its stock from 
$90,000 to $100,000. If this authority is 
Sranted this company may begin the 
writing of life insurance in addition to 
its health and accident business. 

The Mid-Continent Mutual is to have 
its headauarters in Topeka and is seek- 
ng authority to write accident and 


The company 
insurance inci- 


health and life insurance. 
proposes to write other 
dental to the two chief lines. J. A. 
Lower, Thomas Neiswender and E. B. 
Neiswender of Topeka, A. W. Tall and 
Ben P. Perkins of Wichita are among 
the incorporators. 

The second company, also of Topeka, 
is to be known as the Time Insurance 
Company. It will write burial insurance 
only and is to have a $12,000 capital. 
All the incorporators live in Topeka. 
They are J. P. Slaughter, R. O. Preston, 
J. K. Wylie, Frank O. Faust and J. L. 
Allen. 


New Company at Omaha 

The Union Pacific Assurance of Omaha 
is being organized with $100,000 capital 
and $50,000 surplus, and the articles of 
incorporation were recently approved. 
The company will begin writing business 
early in 1927. The officers are: John A. 
Farber, president; William Wolfe, vice- 
president and treasurer; H. A. Jewell, 
vice-president and claims manager; Ar- 
thur Cobb, vice-president and agency 


manager; Thomas Werner, secretary; 
Henry Monsky, general counsel; R. A. 
Moser, medical director. 


main the same 
& Health 


The officers are in the 
as those of the Atlas Accident 


of Omaha, Mr. Farber was formerly 
connected with the Prudential, Trav- 
elers and Northwestern Life of Omaha. 


He has had a varied experience in the 
life and accident insurance field. Mr. 
Farber has been president of the Atlas 
Accident & Health since its organization 
early in- 1925. 


May Extend Membership 


* The Chicago Claim Association has un- 
der consideration a plan to extend its 
membership to take in claim men repre- 
senting railroads, public utilities and 
others whose work brings them in con- 
tact with personal accident cases, as it 
is felt that an exchange of experience 
would be mutually valuable. At the 
meeting of the association last week, 
R. R. Harrold of the Pacific Mutual Life 
told of the successful results that had 
been obtained in establishing an organi- 
zation on that basis at Dallas, Tex. A 
special committee composed of Mr. Har- 
rold, A. J. Demaree of the Preferted Ac- 
cident and L. E. Brown of the Continen- 
tal Casualty was appointed to look into 
the matter further and report at the next 
meeting of the association. 


Time Increases Capital 


The Time of 
its articles of 


Milwaukee has amended 

incorporation, as an- 
nounced by C. G. Traphagen, president, 
increasing thé capital from $25,000 to 
$75,000, paid up. The increase of $50,000 
in capital is a transfer of that amount 
in the form of a stock dividend from 
the surplus account of the company 
to the capital account, which now leaves 
the company with a surplus of $48,753 
above the present capital of $75,000. The 
net premium income this year shows a 
moderate gain over last year and a 
slight increase in loss ratio. 


Goes on Stock Basis 


LOS ANGELES, Dec. 15—According to 
announcement made by John H. Upton, 
actuary, the Mutual Indemnity Accident, 
Health & Life of California, a Los 
Angeles assessment company which was 
organized in 1924, will be converted into 
a stock company and the name changed 
to the Los Angeles Life Insurance Com- 
pany. It is understood that the new 
name has been approved by the Califor- 
nia department. The Mutual Indemnity 
began business with the following offi- 
cers: W. F. Normandy, president; J. P. 
Bass, vice-president, and L. G. Hyde, sec- 
retary and treasurer. Mr. Normandy re- 
signed in March, 1926, and was succeeded 


by T. H. Endicott. Messrs. Bass and 
Hyde resigned Oct. 25 and were suc- 
ceeded by M. R. Knauft and John H. 














Life Ins 


$3 


W. L. Moody, Jr., 
President 





(Ordinary and Industrial) 


Surplus Security to Policyholders 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


urance in Force 
June 30th, 1926 


42,950,956.00 


$4,067 ,683.48 


W. J. Shaw, 
Secretary 


Shearn Moody, 
Vice-President 











POSE BARRY DIETZ, Pres. 
G. O. SANBORN, Vice-Pres. 


W. J. ALEXANDER, Secy. 
F. T. ANDREWS, Med. Dir. 


GLOBE MUTUAL LIFE 
INSURANCE COMPANY 


Incorporated under state 
laws of Illinois 1895 


CHICAGO T. F. BARRY, 


Founder 


19 PER CENT NET AVERAGE GAIN FOR 1926 in all branches 


THIS IS MADE POSSIBLE ONLY BY THE UNEXCELLED 
SERVICE THE GLOBE GIVES TO ITS POLICYHOLDERS 


Home Office, 


431 S. Dearborn St. 


Telephone 
Harrison 1998 














A 
LEGAL RESERVE 
COMPANY 


Full Life Line 
Double Indemnity 
Income Disability 
“Excess Interest” 
Juvenile Policies 

Non-Medical Policies 
Low Rates 
Non-Participating 





23 MICHIGAN YEARS 


“Bill” Olive has cultivated one 
small territory in Michigan for 23 
years—and Olive is a “successful” 
man. 


The Franklin has equally good 
territory in Michigan for new men; 
and a Home Office representative 
now in Michigan has already made 
several connections. 


Write to Jos. W. Jones, Vice- 
President in Charge of Agencies. 

















George Washington Life Insurance Company 


CHARLESTO 
HARRISON 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 


N, WEST VIRGINIA 
B. SMITH, President 
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CASH 
IN ON 
THIS 
CHECK 


THIS 
COUPON 


If you don’t write ac- 
cident and health insur- 
ance, you ought to. The 
Casualty Review will help 
you get started. 








The Casualty Review, 
1362 Imsuronce Exchange, 
Chicago, Ilunois. 


Here's the check and coupon—Send me a 


sample copy of The Casualty Review. 


Name 


Address 














Upton, respectively. Home office quar- 
ters are maintained in the Wright & Cal- 
lender building, Los Angeles. 

It is stated by Mr. Upton that the arti- 
cles of incorporation provide for a capi- 
tal of $1,000,000, but only $300,000 ‘in 
stock will be placed on the market at 
this time. The company has heretofore 


additional 


confined its underwriting to accident and 
health business, but under the new ar- 
rangement it is propesed to create an 
department devoted to the 
writing of life insurance. For the pres- 
ent it is understood that the new com- 
pany will limit its activities to Cali- 
fornia. 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Books, etc. Supplementing the ‘Unique Manual- 
Digest’’ and ‘Little Gem,’’ Published Annually in May and April respectively. 
PRICE, $3.50 and $2.00 respectively. 














JOHN HANCOCK’S NEW SCALE 


Dividend Scheduled for 1927 Shows In- 
crease of About 10 
Percent 


The John Hancock Mutual Life has 
published its new dividend schedule, ap- 
plicable in 1927, showing an increase of 
about 10 percent, though it varies with 
various policy forms and age groups. 


The surplus distribution for the first 
two, 5th, 10th, 15th and the 20th divi- 
dend years on the three principal policy 
forms are as follows: 
Ordinary Life 
Dividend—— 

Agelst 2nd 3rd 6th 10th 15th 20th 
15 $4.13 $4.18 $4.24 $4.36 $4.70 $5.10 $5.59 
16 4.16 4.21 4.27 4.40 4.75 5.17 5.68 
17 4.19 4.25 4.31 4.44 4.80 5.24 5.77 
18 4.22 4.28 4.34 4.48 4.86 5.32 5.87 
19 4.25 4.32 4.38 4.52 4.92 5.40 5.98 
20 4.29 4.35 4.42 4.E7 4.99 6.49 6.09 
21 4.32 4.39 4.47 4.62 5.05 6.58 6.20 
22 4.36 4.44 4.51 4.67 5.13 5.67 6.32 
23 4.40 4.48 4.56 4.73 5.20 5.77 6.45 
24 4.45 4.53 4.61 4.78 5.28 5.87 6.58 
25 4.49 4.58 4.66 4.84 5.36 6.98 6.72 
26 4.54 4.63 4.72 4.91 5.45 6.09 6.87 
27 4.59 4.68 4.77 4.97 5.54 6.21 7.02 
28 4.64 4.74 4.84 65.04 5.63 6.34 7.19 
29 4.70 4.80 4.90 5.12 5.74 6.47 7.26 
30 4.76 4.86 4.97 5.20 5.84 6.61 7.54 
31 4.82 4.93 5.04 5.28 5.96 6.76 17.74 
32 4.89 5.00 5.12 5.37 6.08 6.92 7.94 
33 4.96 5.08 5.20 5.46 6.20 7.09 8.16 
34 56.03 5.16 5.29 5.56 6.33 7.27 8.38 
35 5.11 5.24 5.38 5.66 6.48 7.46 8.62 
36 5.19 5.33 5.48 5.78 6.63 7.66 8.87 
37 5.29 5.43 6.58 5.89 6.79 7.87 9.13 
38 5.38 5.53 5.69 6.02 6.96 8.10 9.41 
39 5.48 5.64 5.81 6.15 7.15 8.33 9.69 
40 5.59 5.76 5.93 6.30 7.34 8.59 9.99 
41 5.71 5.88 6.06 6.45 7.55 8.85 10.31 
42 5.83 6.02 6.21 6461 7.78 9.13 10.64 
43 5.96 6.16 6.36 6.79 8.01 9.42 10.98 
44 6.11 6.31 6.53 6.98. 8.27 9.73 11.34 
45 6.26 6.48 6.71 7.19 8.54 10.06 11.72 
46 6.43 6.66 6.90 7.41 8.82 10.41 12.12 
47 6.61 6.86 7.11 7.65 9.12 10.77 12.54 
48 6.81 7.07 7.34 7.90 9.45 11.16 12.97 
49 7.02 7.30 7.58 8.17 9.79 11.56 13.43 
50 7.26 7.54 7.84 8.47 10.16 11.99 13.91 
51 7.51 7.81 8.13 8.78 10.54 12.45 14.42 
52 7.78 8.10 8.43 9.12 10.96 12.93 14.94 
53 8.07 8.41 8.76 9.48 11.40 13.44 15.48 
54 8.39 8.75 9.11 9.87 11.87 13.97 16.04 
55 8.74 9.11- 9.50 10.29 12.37 14.54 16.62 
56 9.11 9.51 9.91 10.73 12.90 15.14 17.22 
57 9.52 9.93 10.35 11.22 13.47 15.77 17.85 
58 9.95 10.39 10.83 11.73 14.08 16.43 18.51 
59 10.42 10.88 11.35 12.29 14.73 17.12 19.21 
60 10.94 11.42 11.90 12.89 15.41 17.83 19.96 
61 11.49 11.99 12.50 13.53 16.15 18.58 20.77 
62 12.09 12.62 13.15 14.22 16.93 19.38 21.63 
63 12.74 13.29 13.85 14.97 17.76 20.22 22.53 
€4 13.45 14.93 14.61 15.78 18.62 21.12 23.46 
65 14.22 14.82 15.42 16.64 19.54 22.08 24.45 


20 Payment Life 








Dividend— — 
Agelst 2nd 3rd 5th 10th 15th 20th 
15 $4.90 $5.03 $5.16 $5.45 $6.26 $7.25 $8.46 
16 4.94 5.07 5.20 5.49 6.33 7.34 8.57 
17 4.97 5.10 5.24 5.54 6.39 7.42 8.68 
18 5.01 5.14 5.29 5.59 6.46 7.51 8.80 
19 5.04 5.18 5.38 5.64 6.53 7.60 8.91 
20 5.08 5.23 5.38 5.69 6.60 7.70 9.04 
21 #6.1% 5.27 §&.48 5.75 6.68 7.80 9.17 
22 5.17 5.22 5.47 5.81 6.75 7.90 9.20 
23 6.91 5.37 5.53 5.86 6.83 8.01 9.44 
24 56.26 5.42 5.58 5.93 6.92 8.12 9.58 
25 5.31 5.47 5.64 56.99 7.01 8.24 9.74 
26 5.36 5.52 5.70 6.06 7.10 8.36 9.89 
27 #=6.41 5.58 5.76 6.18 7.19 8.49 10.04 
28 8.47 5.64 5.82 6.90 7.20 8.82 10.21 
29 5.53 5.70 5.89 6.28 7.40 8.75 10.39 
30 5.59 5.77 5.96 6.36 7.51 8.89 10.57 
31 5.65 5.84 6.03 6.44 7.62 9.04 10.76 
82 5.72 5.91 6.11 6.53 7.74 9.20 10.95 
83 5.79 5.98 6.19 6.62 7.86 9.36 11,15 
34 5.86 6.06 6.27 6.72 7.99 9.53 11.35 
85 5.923 6.14 6.36 6.82 8.13 9.70 11.57 
26 6.02 6.23 6.45 6.93 8.27 9.89 11.79 
87 6.10 6.22 6.55 7.04 8.42 1008 12.01 
88 6.19 6.42 6.66 7.15 8.58 10.28 19.25 
39 6.29 6.52 6.76 7.28 8.74 10.49 12.49 
40 6.39 6.43 6.88 7.41 8.92 10.72 19.74 
41 6.49 6.74 7.00 7.55 9.11 1094 12.98 
42 6.61 627 7.13 7.70 9.31 11.18 13.95 
43 6.73 7.00 7.27 7.86 9.52 11.43 13.51 














Dividend 
Age lst 2nd rd 5th 10th 15th 20th 
$ 3 3 3 3 3 
44 6.86 7.14 7.42 8.03 9.74 11.69 13.79 
45 7.00 7.29 7.58 8.21 9.97 11.96 14.07 
46 7.15 7.45 7.76 8.41 10.22 12.24 14.36 
47 7.31 7.62 7.94 8.62 10.48 12.54 14.65 
48 7.49 7.81 8.15 8.84 10.76 12.85 14.96 
49 7.68 8.02 8.36 9.08 11.05 13.18 15.27 
50 7.89 8.24 8.60 9.34 11.36 13.52 15.59 
51 8.12 8.48 8.85 9.62 11.69 13.88 15.91 
52 8.37 8.74 9.12 9.92 12.05 14.26 16.25 
53 8.63 9.02 9.42 10.24 12.42 14.66 16.58 
64 8.92 9.32 9.73 10.58 12.82 15.09 16.93 
55 9.23 9.65 10.08 10.95 13.25 15.54 17.28 
56 9.58 10.01 10.45 11.36 13.71 16.02 17.64 
57 9.95 10.40 10.85 11.79 14.20 16.53 18.00 
58 10.35 10.82 11.29 12.26 14.73 17.06 18.38 
59 10.79 11.27 11.76 12.76 15.30 17.62 18.78 
60 11.26 11.77 12.28 13.31 15.92 18.22 19.19 
61 11.78 12.30 12.83 13.90 16.58 18.85 19.62 
62 12.35 12.89 13.44 14.55 17.29 18.52 20.07 
63 12.96 13.53 14.10 15.24 18.04 20.26 20.55 
64 13.63 14.22 14.81 16.00 18.84 21.06 21.04 
65 14.37 14.98 15.59 16.82 19.70 21.93 21.55 
20 Year Endowment 
15 7.05 7.38 7.73 8.47 10.61 13.23 16.43 
16 7.06 7.39 7.74 8.48 10.61 13.23 16.44 
17 7.06. 7.40 7.74 8.49 10.62 13.24 16.44 
18 7.07 7.40 7.75 8.49 10.63 13.24 16.44 
19 7.08 7.41 7.76 8.50 10.64 13.25 16.45 
20 7.09 7.42 7.77 8.51 10.64 13.26 16.45 
21 7.10 7.43 7.78 8.52 10.65 13.26 16.45 
22 7.11 7.44 7.79 8.53 10.66 13.27 16.46 
23 7.12 7.45 7.80 8.54 10.67 13.28 16.46 
24 7.13 7.46 7.81 8.55 10.69 13.29 16.47 
25 7.14 7.47 7.82 8.56 10.70 13.30 16.47 
26 7.15 7.49 7.84 8.58 10.71 13.32 16.48 
27 7.17 7.50 7.85 8.59 10.73 13.33 16.49 
28 7.18 7.52 7.87 8.61 10.74 13.35 16.49 
29 7.20 7.53 7.88 8.63 10.76 13.36 16.50 
30 7.21 7.55 7.90 8.65 10.78 13.38 16.51 
31 7.23 7.57 7.92 8.67 10.81 13.40 16.52 
32 7.25 7.59 7.95 8.69 10.83 13.43 16.53 
33 7.28 7.62 7.97 8.72 10.86 13.45 16.54 
24 7.30 7.64 8.00 8.75 10.89 13.48 16.56 
35 7.33 7.67 8.03 8.78 10.93 13.52 16.57 
36 7.37 7.71 8.06 8.82 10.97 13.56 16.59 
37 7.40 7.74 8.10 8.86 11.02 13.61 16.61 
38 7.44 7.79 8.14 8.90 11.07 13.66 16.63 
39 7.48 7.83 8.19 8.95 11.13 13.71 16.65 
40 7.53 7.88 8.24 9.01 11.20 13.78 16.68 
41 7.59 7.94 8.30 9.08 11.27 13.85 16.71 
42 7.65 8.00 8.37 9.15 11.36 13.93 16.74 
43 7.72 8.07 8.44 9.23 11.46 14.02 16.78 
44 7.79 8.15 8.53 9.32 11.56 14.12 16.82 
45 7.88 8.25 8.63 9.43 11.69 14.23 16.87 
46 7.98 8.35 8.74 9.55 11.82 14.35 16.92 
47 8.09 8.47 8.86 9.69 11.97 14.49 1698 
48 8.21 8.60 9.00 9.84 12.14 14.64 17.05 
49 8.35 8.75 9.15 10.00 12.32 14.81 17.12 
50 «8.51 8.91 9.28 10.19 12.52 15.00 17.21 
51 8.69 9.10 9.52 10.40 12.75 15.21 17.30 
5? 8.88 9.20 9.72 10.62 13.00 15.44 17.40 
53 9.10 9.52 9.97 10.88 12.298 15.70 17.52 
64 9.35 9.79 10.23 11.16 13.59 15.99 17.64 
55 9.62 10.07 10.53 11.47 13.92 16.31 17.78 


Metropolitan’s Portland Meeting 

Approximately 100 agents and workers 
of the Metropolitan Life in Oregon en- 
joyed a banquet at 
Ernest H. Wilkes, vice-president, in 
charge of the Pacific coast in San Fran- 
cisco, as the principal speaker. J. H. 
Almy, San Francisco, superintendent of 
agents on the Pacific Coast. also was a 
speaker. Presiding were R. R. Barn- 
hardt, manager of the Portland district, 
and Louis Clark, manager of the Wil- 
lamette district. 

One of the gratifying facts brought 
out was that the Portland staff ranked 
seventh among all the largest cities of 
the United States in actual production 
of new business for the Metropolitan. 


MORTALITY ANALYSIS 
REVEALS TENDENCIES 


(CONTINUED FROM PAGE 6) 

to advanced ages when the degenerative 
diseases are more dominantly destruc- 
tive, is a more hopeful theory than the 
one which accounts ,for the steadily- 
increasing toll of deaths from premature 
breaking down of the human mechanism 
as indicating a greater susceptibility to 
the ravages of degenerative processes. 


Guard Agtinst Cancer 


_ The malignant growth of cancer is 
favored by its painless onset, which 








Portland with | 





makes continuous watchfulness for any 
suspicious sign of its attack essentia) 
and neglect and delay are its best aj. 
lies. Dr. H. W. S. Wright, a noteg 
English surgeon, who speaks from 
wide experience in dealing with cancer 
victims, states that the chance of fe. 
currence of the growth after an op. 
eration increases with the delay in surg- 
ical treatment and that the chance for 
recovery is increased in the measure 
that early attention is given to the case 
The doctor further states that “most 
cases of early cancer are curable if diag. 
nosis is only made by looking instead 
of waiting,” and that “90 percent of all 
cases of cancer can be cured or pre. 
vented if all persons over 40 years of 
age were routinely examined every six 
months to see that they had no cancer 
or pre-cancerous condition and when 
found were promptly dealt with.” 


Periodic Examination Needed 


A periodic examination by a physician, 
dentist and’ occulist may disclose a de- 
fect in its early stage and give knowl- 
edge of it condition in time to effect a 
cure or defer the development of the 
disease to a fatal stage. Such periodic 
examination should be generally encour- 
aged. Herein lies the only hope of im- 
provement in the average ratio of pre- 
mature deaths due to degenerative dis- 
eases. very family should view the 
physician not as a last resort for cure, 


| but as medical counsellor whose func- 


tion is to make periodic surveys and aid 
in maintaining a state of health. This 
will include the regulation of diet, as 
well as personal hygiene, and even a 
proper prescription for the use of leisure 
and wholesome recreation. 


Ix Economic Problem 


Naturally, the first objection to general 
medical survey is based on the prohibitive 
cost, but a study of present-day costs 
of sickness in the average family, in- 
volving not only outlay for service and 
supplies but loss of earnings, soon dis- 
closes that it would be an economic gain 
to substitute health conservation and 
prevention of disease for the present 
wasteful method of renewing broken 
constitutions. For those in poverty, 
health centers can be made available. 
Industrial and business institutions have, 
in a measure, begun to realize the eco- 
nomic value of good health of employes 
and have provided expert service and 
counsel. 


Organization Well Represented 


At the meeting of the Association of 
Life Insurance Presidents in New York 
last week there were 57 American Life 
Convention companies, including both 
those that are members of the associ- 
ation and those that are not. 


Two New Supervisors 


The Atlantic Life announces the ap- 
pointment of two additional agency st- 
pervisors: J. Bi Miles who will have 
charge of the Kentucky field and Carl 
F. Edwards who has been given the 
territory in and around Dallas, Tex., te 
develop. 


Life Notes 


al agent in Daven- 
“setts Mutual 
aker at last 

nport Adver- 


Carl LeBuhn, gene 
port, la., for the Mz 
Life, was the princi~ 
week's meeting of i 
tising Club. 

Perey C. Logsdon, az for the New 
York Life at Evansvil]l. Ind., has been 
elected president of the Evansville Ki- 
wanis Club to serve the ensuing year. 
He is a charter member of the club. 

Edwin Starkey, vice-president and 
agency manager of the Mid-Continent 
Life, has been appointed chairman of the 
new industries committee of the Okla- 
homa City Chamber of Commerce. 

James B. Simpson and Edward Button, 
formerly operating the Simpson & But- 
ton insurance agency at Cynthiana, KY. 
which thev sold a few months ago te 
Pugh & Plummer, have returned from 
Oakland, Cal., and located in Louisville 
Mr. Simpson has become a special agent 
for the Northwestern Mutual Life and 
Mr. Button plans to enter the fire insur- 
ance business as a solicitor or broker. 


Dece 


ns ih 

















4. 1926 








for any 
*sSential. 
best al- 
4 noted 
from a 
h cancer 
e of re- 

an Op- 
in Surg- 
ance for 
measure 
the case, 
t “most 
> if diag- 
: instead 
rnt of all 
or pre- 
years of 
very six 
fO Cancer 
ul when 





ded 


hy sician, 
se a de- 
» knowl- 
effect a 
t of the 
periodic 
encour- 
4 of im- 
of pre- 
‘ive dis- 
iew the 
or cure, 
e fune- 
and aid 
. This 
diet, as 
even a 
leisure 


general 
hibitive 

costs 
ily, in- 
ce and 
mn dis- 
ic gain 
n and 
resent 
»roken 
verty, 
ilable. 
; have, 
€ eco- 
ployes 
e and 


* ap- 
y su- 
have 
Carl 

the 


to 











December 17, 





1926 





























LIFE INSURANCE 





- MODERN 
BOSINIESS=GET THING 
IMIETISIO|DS 


EDITION 













































































Increasing Prestige in Community, 


W 


acteristics of various men who worked 


there. 


as Dutch 
for his great strength. 
ful worker and yet he was among the 
lowest paid, 


Reputation as Insurance Expert and 
List of Acquaintances Builds Sales 


By JOSEPH J. DEVNEY, Cleveland 


HEN a boy I used to spend con- 
siderable time in my father’s ship 
yard. I often think of the char- 


| Instead of making their brawn do all the 
work, they took advantage of various 
labor saving devices and methods. They 
| followed the tendency of mankind to use 
labor saving means and methods more 
and more as civilization advances. This 
is seen in almost every avenue of effort. 
A few years ago the street car con- 
ductor tugged at the door to pull it open 


I well remember a man known 
Andy who had a reputation 
He was a faith- 


because he was simply a 





roustabout. He was long on muscle,| and then pushed hard to close it. In|} 
but short on brains; at least he seemed | the course of a day he used a lot of 
to make the former do all the work. | muscular energy. Today he presses a 
When a heavy lift was to be made he | button and the door flies open; he | 
did it with “main strength and awk-j| presses another and it closes. Com- | 
wardness.” | pressed air enables him to do his work | 
easier and quicker. 

Tendency Is to Use 

Labor Saving Aids Intelligent Workers 

ee Use Effective Methods 

There were other men who were not 
nearly so muscular and who did not In every line of work we find “Dutch } 
work any harder, but they received bet- | Andys.” Men who drudge along year | 
ter pay. They accomplished greater and | after year just making a living and some- | 
more important results, hence were| times hardly that. There are “roust- | 
more valuable employes. They were | abouts” in the professions as well as in 
skilled workmen, able to do construc-| the mechanical lines. You will find | 
tive thinking and use tools to advantage. | them in medicine, in law, in dentistry 
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A sales organization 


without co-operation 
is like a fiddle with 




































































































































N agency connection with Mutual Trust is 
backed by a genuine plan of cooperation. In 
addition to a “tool kit” equipped with all that is good 
in life insurance, Mutual Trust agents have the ad- 
vantage of a free Direct-by-Mail lead service. 
Get all the facts and see for yourself. 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


CARL C. PETERSON, Vice Pres. 
A. E. WILDER, Director of Agencies 


The Chicago Temple, Chicago 
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and you will find them in life insurance. 


Men who are “just getting by,” but not 
advancing because they are using out- 
of-date methods and not taking the 


trouble to further develop themselves. 


Effectiveness as Salesmen 
Can Be Incresed by Aids 


salesman naturally wants to 
from the “piker” class 
as possible. He can do this by increas- 
ing his effectiveness as a _ salesman. 
There are numerous aids which will en- 
able him to produce greater results with 


Every 


get as far away 





the same effort. Lest anyone should 
hold to the idea that this cannot be done, | 
let me illustrate. In the days of the | 
high wheeled sulkies there were prob- | 
ably as good horses as there are today, | 
but they did not make nearly so good | 
time. Hiorses now-a-days have aids 
which they did not. The first big lift | 
was given when the bicycle wheel and | 
tire supplanted the iron tired high | 
wheels. More scientifically built tracks 
are another aid. If the horses of 25 
years ago had had the advantages of | 
these improvements they would have | 
made much better records than they 
did. 


Salesmen Are Better 

Skilled in Their Work 

Salesmen are making larger sales than 
because they are better skilled | 
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You Will Find 
What you are Looking kor 


AN OPEN DOOR 


AN ATTENTIVE EAR 


When representing 


Lutheran Brotherhood 


1254 McKnight Bldg. 


Minneapolis, 


in their art. The ambitious ones are 
constantly looking for and taking ad- 
vantage of methods which will enable 


them to produce greater results with the 
same energy. It is only the indifferent 
who fail to do this and consequently lag 


behind. They will not improve their 
ability until they acquire a new mental 
attitude. 

Since salesmanship is a psychological 


and not a physical process, mental im 
pressions count. The more favorable 
impression the better. I am going to 
suggest a 3-in-1 aid to increase results. 
It is this: Increase your prestige in your 
community, your reputation as a life in- 
surance expert and your list of acquain 
tances. 


Doors Are Open 
to Leading Men 


If you were a busy business man and 
| the card of some life insurance salesman 
whose name you had never heard be- 
fore, or whom you knew to be merely 
an unskilled agent, a “roustabout” as it 
were, was sent into your private sanc 
tum, you would not hesitate to send out 
word that you .were too busy to see 
him But if the name was that of a 
man whom you knew personally or by 


reputation to be a leading citizen in yout 
city or town you would more than likely 
have him come in even though you had 
no idea of insuring. Prestige unlocks the 
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ACTUARIES 








CALIFORNIA 





B ARRETT N. COATES 


CONSULTING 
ACTUARY 


354 Pine Street - - San Francisco 








ILLINOIS 





| eaaagpess F. CAMPBELL 
‘CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
® Consulting Actuaries 


29 South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 








H. NITCHIE 
° ACTUARY 
1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





A. ANDERSON 
° ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 








E. L. MARSHALL 
“CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 


424 Argyle Bldg., Kansas City, Mo. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 








RED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 





OKLAHOMA 





J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc.,° Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 




















door and that is the first victory. Fur- 
thermore, it insures a respectful hear- 
ing, hence it is a valuable aid and well 
worth acquiring, not only for business 
resons, but also for the other considera- 
tions which go with it. 


Take Active Part in 
Betterment of Community 


One of the surest ways of acquiring 
prestige and becoming favorably known 
to the public, as well as to individuals, 
is to become active in movements which 
make ‘for the betterment of your com- 
munity. A man really owes it to the 
community in which he makes his living 
to give it more of his time and attention 
which will make for its betterment. And 
the life insurance salesman can make his 
efforts in this direction pay good returns. 


Can “Cash In” on 
Service to Community 


There is a wide field for activity 
whether one lives in a city or small 
town. In the small town there are not 
only various organizations in which he 
may become active, but special occasions 
and movements in which he can take a 
hand to advantage. He can help to 
conduct the lyceum course in the winter, 
the chautauqua in the summer, etc. If 
the town band needs new suits, let him 
head the subscription, or better still, cir- 
culate it. If there is no band, let him 
organize one. Let him put his com- 
munity under obligations to him and he 
can cash in on it. In all sized communi- 
ties there are churches, lodges, literary 
and other clubs in which one may be- 
come active, thereby widening his ac- 
quaintance and making friends who will 
prove a valuable source of business. 


Successful Men Are 
Found in All Activities 


In every city and town it will be 
noted that most successful men are ac- 
tive in the affairs which are helpful to 
their communities and the organizations 
with which they are affiliated. It is a 
good idea for those who are anxious to 
succeed in a big way to take this cue 
from them and follow their example. 
When a life insurance salesman gets the 
reputation of being a successful, wide- 
awake, energetic business man he will 
be able to sell a class of men whom he 
would otherwise find it difficult to reach. 

The first step necessary in acquiring a 
reputation.as a life insurance expert is 
actually to become one. If you are one 
already, or when you have become one, 
then is the time to take special steps in 
a diplomatic way to let that fact become 
known and capitalize it. 


Addresses on Jnsurance 
Accomplish Several Results 


An excellent way of killing three birds 
with one stone is to make opportunities 
of reading papers or making talks on 
the subject of life insurance before work- 
ers in shops and factories, men’s clubs. 
literary or other organizations. Since 
almost everyone is directly interested in 
life insurance it is a subject of general 
interest and it should not be difficult to 
make opportunities to present it to 
groups of people. The subject should be 
treated in a general way. no effort being 
made to boost your particular company. 
The following topics could be developed: 
the magnitude of life insurance; ordinary 
and industrial insurance; explanation of 
the ordinarv forms of policies; monthly 
income: difference between legal reserve 
and fraternal insurance; safety as com- 
pared with other financial institutions; 
benefits to individuals as we'll as to the 
community at large bv enabling men te 
provide for their widows and children 
who might otherwise become public 
charges. Other tonics could be dis- 
cussed which would impress hearers 
favorably and make them receptive when 
you approach them later to buy. 


Good T.ine of Bus‘necs 
Results from the Ffforts 


Large charts, which can be designed 
by any agent who possesses ingenuity, 
to demonsirate various points will aid 
in increasing interest in the subject and 
make its presentation clearer. This is 
an idea well worth trying. If your com- 





munity is large enough you can no doubt 
make “dates” to appear before different 
audiences, and get a good line of busi- 
ness as a result. After you have fin- 
ished speaking invite questions and try 
to precipitate a general discussion. This 
will give you a line on the ideas of a lot 
of people. A special effort should be 
made to talk in places where a consider- 
able number of people are employed. By 
showing the management the advisa- 
bility of having their employes insured, 
thereby increasing their habits of thrift, 
etc., etc., meetings can be arranged and 
direct business secured. 


Business Will Develop 
for Wide-Awake Agent 


If while following the suggestions 
made in this article to widen your ac- 
quaintance, to increase your prestige as 
a citizen and your reputation as a life 
insurance expert, you “keep your 
weather eye peeled” for business several 
hours a day, there should be a constant 
and satisfactory increase in your pro- 
duction. 


Indiana Insurance Day Plans 


Indiana Insurance Day plans were an- 
nounced at a meeting of the general 
committee last Saturday. Joseph W. 
Stickney, chairman, presided. Jan. 25 
was named as the date and the sessions 
will be held in the Claypool Hotel as 
in the past. Mr. Stickney announced 
the following committee chairmen: Dud- 
ley C. Griffith, Standard Accident, pub- 
licity; William L. Leonard, state agent 
Fireman’s Fund, speakers; Clarence F. 
Merrell, local insurance attorney, recep- 
tion; Robert E. Throckmorton, man- 
ager insurance department Washington 
Bank & Trust Company, registration 
and banquet. Each of these will select 
his own committee members. In addi- 
tion to these five named the executive 
committee includes H. Barr, North 
America; C. Curtis Duck of Spann & 
Co., treasurer, and Joseph G. Wood, sec- 
retary of the Indiana Insurance Fed- 
eration. The same general plan as last 
year will be followed this year. 





TWENTY YEARS 
and the 

CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 


Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 


SUPERVISOR 
Organizer, with thorough knowledge of busi- 
ness and with large acquaintanceship em- 
bracing business and professional men in 
prosperous northeastern Ohio, will consider 
proposition as life supervisor, with Stark 

unty as headquarters. 
Address U-16 
Care The National Underwriter. 














WANTED 
One of the big eastern life insurance com- 
panies wants a man for Chicago, good for 
half a million production yearly, salary and 
commission. Unusual advantages will be 
given and good chance to secure manager- 
ship position later. 

Addres U-14 

Care of The National Underwriter. 


December 17, 








INSURANCE EXECUTIVE 
to take charge of a 
LIFE COMPANY 


offered exceptional opportunity 


Our client, an established insur- 
ance company with head office 
in a Southern city, is prepared to 


consider an experienced execu- 





tive capable of taking charge of 
operations and sales. 


The company underwrites life 
insurance; is of medium size. The 
opportunity is exceptional; am- 
ple resources are commanded; an 
field for 


The man who can take charge of 


unlimited expansion. 
this company and build it up can 
command compensation compat- 
ible with results obtained. Only 
those of proven ability can be 
considered. Please write fully. 
All communications will be held 
in strictest confidence. 


Box 16 
Doremus & Company 
Advertising Agents 


44 Broad St. New York City 























GENERAL STATE 
AGENTS H 


Do you. know that you can do a® 
real job of agency building? Would 

you like a real opportunity ? An ag- 
gressive growing middle western| 
company wants state agents in 
Missouri, Iowa, Illinois and Minne-¢ 
sota. We don’t want theorists, has- 
been or rocking-chair leaders. We 
want men free from debt, with clean 





Give all infor- 

If possible 

send a recent photograph. All an- 

swers treated in strict confidence, 

and will be sent direct to the Presi- 

dent. Address Lock Box 320, Lin- 
coln, Neb. 


Fecal ee eller cee cellent 


WHAT’S AHEAD? 


That question is in the mind of every em- 
bitious man, It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “ Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $68,000,000 in 
assets and over $330,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
ne 





AGENCY MANAGER 


Experienced agency manager wishes con- 
nection as manager or general agent cover- 
ing any part northern Ohio. Will consider 
southern state. Good personal producer. 


Address U-18 
Care of The National Underwriter. 














